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Making Managers for 
the Big Cities 





WE are using the City of Philadelphia as a training ground for the devel- 
opment of Managers for the important population centers throughout the 
country—for such placesas Pittsburgh, Cleveland, Detroit, Chicago, St. Louis, 
and the like. Men with a sufficient background of life insurance expe- 
rience will be given a thorough training in modern agency management, and 
placed in a position, under expert supervision and instruction, to recruit, 
train and develop a staff of men in the city of Philadelphia; then as rapidly 
as they develop the capacity to handle the work effectively, they will be 
advanced to an important managerial post with large potential possibilities. 


Reduced Rate for Best Risks 


The Continental American is the only company in the 


country which specializes on the best risks, the “preferred” 


risks, the class of people who are not merely good average 
risks but better risks than the average, and who insure in 
amounts of not less than $5,000. 


To this class of preferred risks, made up largely of busi- 
ness and professional men, the company offers a marked 
reduction from the usual rate. 


Even this greatly reduced rate is larger than is neces- 
sary, with the result that a dividend is returned to the 
policyholder every year after the first. 


This yearly dividend, deducted from the low rate, re- 
duces the net outlay for the insurance to a very low figure. 


At the same time, the company not only maintains the 
reserves required by the insurance laws of all the different 
states in which it operates, but its capital and surplus, over 
and above those reserves, is about three times as large, in 
proportion to liabilities, as is usually thought to be neces- 
sary—a margin of safety for policyholders about three times 
as great as the average. 


As the result of specializing on the preferred class of 
risks and giving them the benefit of their superiority, ap- 


proximately two-thirds of the company’s new business now 
comes from that source. 


The Company 


The Continental American, with nearly twenty suc- 


cessful years behind it, is only now beginning its real ex- 


pansion. 
Old enough and large enough to be solidly established, 


yet it is still young enough and small enough to offer to 


ambitious men the opportunity to come in on what is vir- 
tually the ground floor, after the foundation has been 
solidly laid, carve out a rich slice of territory, build a busi- 
ness limited only by the energy and capacity put into it, 
and automatically reap the big reward which always goes 
to the successful pioneer. 


Send for Details 


If you have a background of successful life insurance 
experience, are interested in managerial work in a large 
way, and can come to Philadelphia for a thorough course 
of training and instruction, send for our last annual state- 
ment, details of our preferred class plan, and full informa- 
tion regarding our course of training and the large 
possibilities which are open to men who have the capacity 
to make the most of a big opportunity. 


Address, Philip Burnet, President 


CONTINENTAL AMERICAN Lire INSURANCE Co. 


Wilmington, Delaware 


BOSTON PHILADELPHIA 


BALTIMORE 


WASHINGTON CINCINNATI 
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The Northwestern Mutual Life 
Insurance Company 


Believes 


That wholesale and mass selling of life 
insurance tends to minimize the efficiency of 
agents and eventually to eliminate them, 
thereby resulting in loss of service and dis- 
satisfaction to policyholders. 


Life insurance differs from almost every 
commodity or service in the world in that it 
must be sold. In fact, it is rapidly reaching 
the stage where it must be prescribed after 
thorough and scientific diagnosis. Even a 
general realization of the necessity for ac- 
curate adjustment of life insurance to indi- 
vidual needs will not make men seek it volun- 
tarily. Human nature does not seem to be 
built that way. 


After years of personal contact with ap- 
plicants through agents and just when modern 
ideals of service were requiring a much closer 
relationship between companies and policy- 
holders, there began the development of group 
insurance and other mass plans that tend to 
retard and divert this highly desirable affilia- 
tion. 


The introduction of wholesale selling has 
resulted in tendencies which are minimizing 
the usefulness of the individual agent and 
which, if continued, will eventually eliminate 
him. Salaried officials, working direct from 
their home offices, are competing for business 


in the field, protecting their agents if they can, 
but getting the business over their heads, if 
that is necessary to control it. 


The broker and the general insurance 
office have become factors of great importance 
in life insurance. The life insurance man who 
gives his whole time to the business and who 
equips himself to give professional service is 
subjected to unfair competition and the policy- 
holder is deprived of service that he needs and 
to which he is entitled. 


The Northwestern Mutual believes that 
the agent is an absolutely necessary connect- 
ing link between the Company and the Policy- 
holder, if life insurance is going to be placed 
and maintained on a basis that will give per- 
manently satisfying service to the persons who 
buy it. The Company has staked its future on 
its agency force, for it cannot be a Policyhold- 
ers’ Company unless it serves them as an 
Agents’ Company. 


The Northwestern Mutual, therefore, will 
bend every effort to strengthen rather than to 
weaken its agency force and will seek to in- 
crease its volume of quality business by ad- 
hering to sound underwriting practices. This 
it prefers and expects to accomplish by ex- 
panding its agency group as a body of high- 
grade, personal service representatives. 


This is the eighth in a series of advertisements put out by The ae 
Mutual Life Insurance Company in amplification of its published Credo, 


THE NORTHWESTERN MUTUAL 


LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 
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“More Good Men 
In the Field to Sell—” 


THE Missouri State Life now has twenty-five Branch 
Offices established in twenty-five of the principal 
centers of the country. ~The Company operates in forty 
states and territories, including the District of Columbia 
and the Territory of Hawaii. 


A definite program of the Company at this time is to 
enlarge its agency forces—get more good men in the field 
to sell. We have a number of good agency openings 
in various sections of the country—some offer excellent 
opportunity for District Agency development. 


Liberal contracts. Well organized Educational, Train- 


ing and Sales Research Departments to aid new men. 
We work with our representatives. 


If interested, write for particulars. Name section and 
capacity in which you prefer to work. 


A great company daily growing greater 


Missouri State Life 
Insurance Company 


M. E. Singleton, President Home Office, St. Louis 





MISSOURI STATE LIFE INSURANCE Co. 
Missouri State Life Building, St. Louis, Mo. 


Mail this Coupon Please send me particulars regarding Agency 
For Complete Details a ee ald Rais aie CRN a aCe Aare ae 
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WANT CERTIFICATES 
AWARDED ON MERIT 


Leaders in the Business Interested 
in the American College 
Project 


WILL PERFECT THE PLAN 


At the Forthcoming Meeting in Wash- 
ington the Details for the En- 
terprise Will Be Decided 


£ consid- 





Life insurance men are t: 


erable interest in the American College 
Underwriters which is 


National 


f Life Underwriters, giving those quali- 


of Lite being 


sponsored by the Association 





fied a certificate of profe ssional efficiency. 
\s already announced Edward A. Woods 
of Pittsburgh, manager of the 


Life of New York, 


It is proposed through this 


Equitable 


has been elected 


president. 
medium to establish a standard for life 
insurance work, so that if any certificate 
is given it will denote that the man has 
passed an examination and through 
reputation and experience is entitled to 
be designated as “C. L. U.” or certified 
life underwriter. 


Will Perfect Pians 





The committee to arrange plans will 
et at the Mayflower ‘tel in Wash- 


izton, D 
of the 


states 


C., May 3 at is the time 
annual meeting of the United 
Chamber of Commerce and a 
number of insurance men will be in the 
ty at that time. i 
of the National Association of 
derwriters and the officers wi 
hand, together with other leade 
plans will be formulated for the work. 
Some of National mei 
have felt that the first 100 certificates 


( 





the association 








ught be awarded to men promince in 

ie life underwriters association move 

ment, who are insurance men of out 
standing ability. 

Opposition to the Plan 

Chere has been, however, considerable 

position to this, on part of some who 

, , 


feel that tl certificates should 
he awarded strictly on me 
that in the first place, a board of 
ners should be established, consist 
men of educational ability, who 
we | : ak Oi te , “Tegan 
knowledge of life insurance and who can 
rade papers impartially Che 
n would } factor in the award 
n wouk D« lactor 1 the aware 
The experience of a man in his work, his 
putation in his community, his stand 
ing with his company, the length of ti 
that a man has been connected with 
local life underwriters association should 
count for something. Altogether it ts 
he plan of many of those interested in 
this movement to have a certificate mean 
something. 


Must Qualify on Merit 


1e SE 


- 





have 


one 


t 


It may be decided to award honorary 
certificates to some outstanding men in 
the business or company officials or who 
have, made contributions of a 


material | 


SATISFACTORY INCREASE 
IN MARCH SALES SHOWN 


ALL BRANCHES PARTICIPATE 


Association of Life Insurance Presidents 
Reports Gain of 5.8 Percent in 
Volume for Month 


NEW YORK, April 20.—New lie 
surance production was 5.8 percent 
ereater in March of this year than of 
1926, according to a compilation 
by the Association of Life 
Presidents The report com 


1 f life insurance produ 








records of new [ 
tion, exclusive of revivals, increases and 
dividend additions, of 45 members hav 
ing 81 percent of the total lite insurance 
in all United States legal reserve con 
pal ies 
The total new business of all classes 
these companies in March was $1, 


086,483,000 as 





March of 1926, f 5.8 percent 
New ordinary e amounted t 

740.725.0000 as t $724,.454,000, 

g of 2.2 percent. Industrial amounted 





to $241,701,000 as against $2530,203,000, 


gain of 5.0 percent. Group was $104 
057,000 as against $72,368,000, a gain 
$3.8 percent 
nature to the advancement hife s 
ance, but outside of this is likely t 
every man in the rate book end 





business must qualify after an exami 
tion. There will be a question of cours¢ 
where the examinations will be 





‘ 
} } ; . | +; 
ve paid at the time the examinat 
A 
taxen i vor: 
out at the forthcoming .Washingt 


meeting 





Comment by Ernest J. Clark 
Ernest J. Clark of Baltimore, secr« 
tary of the American College, states that 


he charter anticipates the devel 
of the institution on the high 
standard with 


quirements of the 





two vears or gene 
and two vears of 
writing his pl 
the work being carried 
medium of some 
states that the 
courses of study v 
ind the professor 
necessary Ch s 
largely through cor 
S. S. Huebner of 


merce at the | 


of Finance & Com 
versity of Pennsylv: 





Many Cannot Attend University 


It may be some time however bet 
the actual college work can be rnied 
on. Of course many well qualited Ite 
underwriters now in the field will be 
unable to take the collegiate course. 





Therefore, the committee in charge f 
the college must decide on standards to 
be adopted for the de wree The execu 
tive committee in immediate charge of 


(CONTINUED ON PAGE 30) 


| MAY ASK REPORTS ON 
REHABILITATION CASES 


LIFE COMPANIES INTERESTED 
Committee from Convention Will Take 
Part in Conference to Facilitate 


Cooperation 
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conference of May 15 


PUBLIC SAVINGS LIFE 
BUSINESS REINSURED 


Western & Southern Takes Over 
Entire Force of Indianapolis 
Company 


BIG DEAL CONSUMMATED 


Acquisition of Large Volume of Insur- 
ance Adds to Importance of Great 


Cincinnati Institution 
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PRODUCERS’ SALES TALKS 
FEATURE TEXAS MEETING 


FIELD FOR GENERAL WRITER 


Oklahoma Agent Tells How He Sells 
Life Insurance in Connection With 
Fire and Casualty Lines 


The possibilities for the sale of life 
insurance by the agent in the general 
insurance field were brought out at the 
meeting of the Texas Association of 
Life Underwriters in Houston by John 
Stewart of Oklahoma, who was intro- 
duced as the man who in a town of 
4,000 wrote $800,000 of life insurance 
last year and had written $400,000 since 
the first of this year. He stated he 
wrote 300 or 400 policies a year—small 
policies; that to write so many policies 
he had to get prospects; that he kept 
a card file and that he had nearly every 
inhabitant of his town in that file. 


Follows Up Other Sales 


Mr. Stewart is in the general insur- 
ance business, writing fire, automobile 
and other lines, and he gets his names 
from his other customers. Some auto 
owners are reckless and he sells them 
life insurance on the basis of their get- 
ting accidentally killed. If a workman is 
hurt he pays workman’s compensation 
insurance, keeping in touch with the 
workman, and sells him life insurance 
when he recovers. He keeps his pros- 
pect list weeded out and an active list 
of about 100 at all times. He stated 
that he sold a good deal of life insurance 
without quoting a rate and sold lots of 
insurance where the policyholder did not 
even know the name of the company. 

“We sell protection and the company 
is a secondary consideration—it is just 
a means to an end—just a method of 
getting protection to the people,” stated 
Mr. Stewart. 


Three-Minute Sales Talks 


Three-minute talks were given by 12 
actual producers of life insurance. Points 
stressed by these producers were (1) 
that the public must have confidence 
in the local agent: (2) that the agent 
must have a knowledge of his business; 
(3) that the agent must make the wel- 
fare of the policyholder first, the policy 
contract itself, second, and the company 
a third consideration. These talks by 
“dirt farmers,” so to speak, were in- 
tensely instructive. 

Four contestants, Mrs. Reita Miller, 
W. F. Haver, R. S. Waddle, and Adolf 
Westheimer, secretary of the Houston 
association, gave sales closing demon- 
strations, the problem being given and 
the agent having had 30 minutes to ex- 
plain his proposition to the prospect. 
Each was allowed five minutes in which 
to close the sale. The prize, $5 in cash, 
was won by Mr. Haver. 

Talk on Business Insurance 


A. B. Culbertson, assistant trust officer 
of the Second National Bank of Hous- 
ton, spoke on business insurance, with 
especial relation to partnerships. Going 
into details of partnership and responsi- 
bility, especially in relation to the laws 
of Texas, Mr. Culbertson stressed the 
necessity for a business agreement in 
connection with life insurance, using 
some responsible trust concern or execu- 
tive to carry out the provisions of the 
trust agreement. 

Guy MacL augh lin gave an account of 
the organization of the American College 
of Life Underwriters, of which he is 
vice-president. High tribute was paid 
to Mr. MacLaughlin by other speakers 
for his vision and untiring energy in put- 
ting through this idea 





Opens Davenport Branch Office 

The Cedar Rapids Life has opened 
a branch office at 621 Union Bank build- 
ing, Davenport. Frank C. Keppy will 


be general agent in charge of the new 
office, and E. J. Hiersman is assistant 
general agent. 





RULING ON CHANGING TO 
LOWER PRICED POLICY 


NEW YORK DEPARTMENT ACTS 


Companies Are Sending Out Their In- 
structions to Agents in View 
of the Movement 


Inasmuch as the New York depart- 
ment has issued a ruling as to what it 
considers the only fair method in chang- 
ing a higher priced policy to an ordinary 
life, especially where the policyholder 
desires additional insurance, the com- 
panies are sending out instructions to 
their agents accordingly. The ruling of 
the department is as follows: 


New York Department Ruling 


This department considers that the 
only fair method of changing a higher 
priced policy to an ordinary life, espe- 
cially where the policyholder desires ad- 
ditional insurance, is on the basis of a 
policy dated as of the original date of 
policy which is now being carried, to a 
policy for the amount which the pre- 
mium the policyholder is now paying 
would have purchased at such original 
date. 

It is a well known fact that the 
acquisition cost expenses are not fully 
repaid on a policy for a number of years, 
no matter what kind of a policy is is- 
sued, and the policyholder should there- 
fore not be required to pay this acquisi- 
tion cost over again; and in addition to 
that, the renewal expenses which are 
usually limited to 15 years have been 
paid upon the premium for a number of 
years, and the policyholder ought not to 
be required to pay these renewal ex- 
penses a second time. 

Therefore, the policyholder is entitled, 
in my opinion, if he has decided that a 
change of his insurance from a higher 
priced to a lower priced policy fits his 
particular need better, that the change 
should be made in accordance with the 
above. 


Guardian Life Instructions 


The Guardian Life, for instance, is 
sending out the following instructions 
to its agents: 

In future, changes from a higher to 
a lower priced plan will be made in con- 
formity with this principle, and subject 
to the following rules: 

1. Changes in existing insurance from 
a higher premium to a lower premium 
plan will be made, subject to satisfac- 
tory medical requirements, only on the 
anniversary date of the policy, 

2. The change value, if any, must be 
used 

(a) To reduce an existing loan against 
the policy. 

(b) As a pre-payment premium credit 
on the converted policy. 

(c) As a premium credit on new insur- 
ance taken out simultaneously, but only 
when such use has been previously ap- 
proved by the home office (N. B.—Home 
office approval can be secured only by 
submitting to the home office, in writing, 
all facts in the case and before the 
agent makes any recommendation to the 
policyholder), 

(d) In any or all of the foregoing 
ways. 

3. Changes will not be approved 
where a loan is applied for just preced- 
ing the application for a change. 


Travelers Pian 


The Travelers has announced a new 
plan to be followed in case of a request 
for the change of policy from a higher 
to a lower premium form. Hereafter 
the company will regard such request as 
a request for the amount of insurance 
which the premium paid on the higher 
form will purchase on the form desired. 
This plan is adopted to meet the wide- 
spread agitation against the twisting of 
policies, inasmuch as it cuts out the pay- 
ment of commissions on the new insur- 
ance to the agent at whose solicitation 
the change is made. 

It is said that one other large com- 
pany has adopted a similar rule and 
efforts are being continued to persuade 
other companies to follow the lead in 
order to reduce the widespread practice 
of twisting by making it unprofitable. 





NORTHERN LIFE IS NEW 
MINNEAPOLIS COMPANY | 


| 
| 


T. O. BERGE MADE PRESIDENT | 


Is Experienced Life Insurance Man— | 
Prominent Minnesota Business Men | 
Among Directors | 


MINNEAPOLIS, April 21.—The | 
Northern Life of Minneapolis, a Minne- 
sota corporation capitalized at $100,000, 
has been organized by a group of Min- 
nesota business men. Offices have been 
opened at 503 Metropolitan Bank build- 
ing. T. O. Berge, former Twin City 
manager of the Lutheran Brotherhood, 
a Minneapolis fraternal, was elected 
president. Mr. Berge was also a former 
agency director of the Northwestern 
Union Life of Ottawa, II. 

Mr. Berge announced that the com- 
pany will be ready to issue policies within 
a month and that it will start with about 
$500,000 of business in force. The un- 
derwriting will be on a strictly standard 
basis, Mr. Berge explained, adding that 
the company will avoid all special or 
freak policies. The company plans to 
establish a number of agencies through- 
out Minnesota and the program contem- 
plates the organization of the entire 
state this year. 


Officers of New Company 


In addition to Mr. Berge the officers 
are Arthur M. Markve, assistant county 
attorney, Minneapolis, vice-president; J. 
A. Jorgenson, banker, Hutchinson, 
Minn., vice-president; P. G. Erickson, 
Minneapolis, secretary; C. J. Hoigaard, 
Minneapolis, treasurer, and Dr. Oliver 
H. Peterson, Minneapolis, medical di- 
rector. 

The board of directors includes A. M. 
Aanes, Red Wing, Minn.; Prof. J. Arndt 
Bergh, Northfield, Minn.; G. W. Coch- 
rane, Anton G. Hanson, Randolph Hol- 
land, Dr. Julius Johnson _ _ 
Thronson, all of Minneapolis, E. A. Jen- 
sen and E. P. Lee, Kenyon, Minn., and 

R. Vevle, Hutchinson. 

Mr. Erickson, the secretary, was at 
one time manager of the Northfield office 
of the Northern States Power Company 
and later became assistant treasurer of 
St. Olaf college at Northfield, a position 
which he held for nine years, resigning 
to join the new company. 


TAX DEDUCTIONS CLAIMED 
MUST ACTUALLY PROTECT 


WASHINGTON, D. C., April 20.— 
Insurance companies claiming deduc- 
tions under fhe revenue act in addition 
io that for “reserves required by law” 
must show that the amounts claimed 
are in fact required for policyholders’ 
protection, the United States Board of 
Tax Appeals ruled in passing on the 
appeal of the Mammoth Life & Accident 
of Louisville. 

The company in its tax return for 
1919 claimed a deduction of $16,210 and 
in 1920 of $30,061 for “surplus un- 
assigned funds” in addition to its deduc- 
tions for reserves. The commissioner 
of internal revenue disallowed the de- 
ductions and assessed additional taxes 
for the two years of $2,120 and $5,873, 
respectively, and the company appealed. 

The board held it had not been shown 
that the amounts so set aside were 
necessary, in addition to the reserves 
required by the Kentucky law, under 
which the company operated, as a pro- 
tection for policyholders, and upheld the | 
commission’s disallowance of the claim. | 


Kirk Memorial Essay Contest 

The 14th Kirk memorial essay con- 
test, in memory of Cyrus Kirk, president 
of the Equitable Life of Towa from 1907 
to 1912, will be held by the company 
again this spring. The contest closes 
June 1. 

The title for the memorial essay of 
1927 is “Life Insurance as a Cooper 
ative Enterprise.” 


| will be clearly set forth. 


| building, Kansas City, Mo. 


| City for the past vear. 


| ence for the trophy donated by 


CONTINUE INJUNCTION 
AGAINST BANKERS LIFE 


CANNOT LAPSE MEMBERSHIPS 


Tender of Former Assessment Rate Is 
Held Sufficient to Maintain 
Policies in Force 


DES MOINES, April 20.—In the dis- 
trict court at Marshalltown last week 
Judge B. F. Cummings announced that 
no assessment member of the Bankers 


| Life may be lapsed if he tenders or pays 


the same rate of premium as he paid in 


| 1926, pending the present litigation. The 


motion to dissolve the injunction was 
overruled and a modified injunction will 
be issued as per enrolled order to be 
signed probably the middle of the week. 
Judge Cummings keeps in force the in- 
junction as to diversion of certain funds, 
preventing the company from using 
these funds, excepting contingent, for 
any purpose except the payment of death 
losses of assessment members. The 
company is not enjoined from collecting 
assessment call 176 nor from stopping 


| the changing over oi assessment policies 


to old line insurance. 

The court also ordered a copy of the 
court’s order sent to every policyholder 
at the expense of the company. 


May Refuse Premiums 


The order on lapsing members is 
more sweeping now than was sought in 
the injunction granted the week pre- 
vious, for in it the plaintiffs only asked 
that the company be enjoined from 
lapsing members who failed to pay the 
assessment due May 2. Counsel for 
plaintiffs made the tender on behalf of 
members in open court. It is expected 
that the company will refuse to accept 
premiums of assessment members under 
the old rate. 

President Gerard S. Nollen is prepar- 
ing a statement that will be sent to all 
of the assessment policyholders in which 
the plans and purposes of the company 
During the 
campaign to secure changes from the 
old assessment order to the new reserve 
system a large number of policyholders 
have taken advantage of the offer to 


| transfer to the legal reserve basis with- 


out examination. 


HANDLE AGENCY BUSINESS 
FROM KANSAS CITY OFFICE 


The Central Life of Fort Scott, Kan., 
announces that the agency headquarters 
are now located in the Board of Trade 
All agency 
matters are to be handled in that office. 


| Policies will be forwarded from the 


home office to the agency office in Kan- 
sas City and sent to the agents from 
that point. Mayall, vice-president 
and agency manager, will now have his 
headquarters in the Kansas City office. 
H. L. Wood, agency secretary, will be 
the office manager. President R. S. 
Tiernan will also spend considerable 
time in the Kansas City office. The 


company has handled a large part of its 


agency matters from an office in Kansas 
It is stated that 
the officers of the company have no idea 
of moving the home office from Fort 
Scott. 


Announce Judges for Contest 


The judges of the contest conducted 
by the Insurance Advertising Confer- 
“Rough 
Notes” and the “Insurance Salesman” 
will be Clarence Axman, editor of the 
“Eastern Underwriter,” who will act as 
chairman of the committee; Frank L. 
Gardner, president National Association 
of Insurance Agents, and Griffin M. 
Lovelace, vice-president of the New 
York Life. The judges will meet imme- 
diately after May 1 and the award will 
be made at the Hartford conventiof. 
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NEW{OHIO HEARING ON 
TWENTIETH CENTURY 


Superintendent Safford Again 
Takes Up Application for 
License in That State 





CONFERENCES IN ILLINOIS 





After Informal Discussion, Director of 
Trade and Commerce Favors 
Maintaining Status Quo 


Insurance Superintendent W. C. Saf- 
Ohio 

ae 
which 


ing this 
lear the 
Life 

license to do business 
The 
ing were sent out 
tendent Harry L. 
last day of his incumbency 
hearing was held few 
iore Judge Conn at which President ( 


ford of scheduled a meet 
time he is to he 


Twentieth Century 


week at 
etition of the 
Chicago tor 


in the 


notices of the 
April 15 by 
Conn, that 
of office. A 


State. hear- 
Superin- 


th 


being the 


1 } 
weeks ago De- 


H. Boyer was pomeas with a number 
of representatives of the Twentieth Cen 
tury Life Secretary James F. Ramey 


of the Washington-Fidelity-Natio nal of 
Chicago was also present with the com- 
unsel, Arthur I. Vorys of Col- 
former insurance superintendent 


manys co 
umbus, 
Suggested Illinois Hearing 


At that time Judge Conn stated that in 
his opinion it was the duty of the Illi- 


nois department to hold a hearing as 
to the charges against the Twentieth 
Century Life made by other companies 


to the effect that it was raid 
agents and policyholders of 
panies and thus causing much 
injustice and demoralization. 
Conn suggested that if the matter 
exhaustively tl 





waste, 


Judge 


presente d_ betore 


nois authorities, a record of proceead- 
ings should be taken and dispatched t 
the other states where the Cwentieth 
Century is applying for admission It 


was generally understood that a hear- 


ing would be arranged before the 
tor of trade and commerce in Illi 


Conference With Bailey 


Since the former Ohio hearing there 


has been more or less jockeying for po- 
sition. The Twentieth Century Lite re- 
tained Attorney Clifford Ireland of Pe- 
oria, former director of trade and com- 
merce, who held conferences with Di 
rector H. U. Bailey Last week Mr. 


Ireland and President Bover of the 
Twentieth Century were in Springfield 
Director Bailey asked Attorney C. H 
Jenkins, representing the Washington- 
Fidelity-National; President H. B. Hill 
of the Abraham Life of Sprinefi 
President G. C. Rockwood of the 
chants & Bankers Casualty of Spring- 


field and a representative o of the Amer- 
ican Bankers of Jacksonville to come 
to his office for an informal « discussion 
Mr. Bailey said that he did not think 
it necessary to have a formal hearing 


No one was sworn and the 
tion hinged about the complaint that had 


conversa- 


been filed with the department protest- 
ing against the methods of the Twen 
tieth Century Life 
Telegram Sent to Conn 
As a result of this conference Dire 


tor Bailey sent the following telegram 
to Judge Conn of the Ohio department: 
“As a result of a conterence hek 
Tuesday in my office concerning 
Twentieth Century Life it le< 
to allow matters of complaint to stan 
status quo. It was further agreed that 
in the event of further complaint charges 
should be filed by either side in writing 
and in case such charges are filed there 
will be full investigation bv this depart- 
ment 9 H Bover of the Twentieth 
Century and representatives of four 





was deci 





AGENCY HEADS MAKE 
BIDS FOR MEMBERSHIPS 


SIX RECEIVED IN SIX WEEKS 


Home Office and Branch Men Apply for 
Membership in National Offi- 
cers’ Association 


Applications for membership in the 
Association of fe Agency Officers are 
being received at the rate of one a week, 
it has been announced by H. H. Arm- 
strong, superintendent of agencies of the 
rravelers and chairman of the executive 
committee of the association. 

In the past six weeks the following ex- 
ecutives of life companies have applied 
for membership, to Mr. Arm- 
strong’s announcement 

E. C. Steffen, vice-p resident and secre- 
tary, Builders Mutual Life of Chicago. 

A. H. Hammond, nanager, 
Cotton States Life of Nashvill 

George Godfrey Moore, seoehdont Na- 
tional Reserve Life of Topeka. 
yuis A. Boli, Jr., vice- 
tional Savings Life , 


S. H. Witmer, vice 


accor¢ ling 


agency 


; nt 


I reside! 
Kan. 


nt, Policy - 


Na- 








holders National Sioux Falls, | 
>. D. 
. © Conrod, vice presider t »as- 


katchewan Lit 


> _ ~ | 
e of Regina, Sask. 














other companies were present. Indica 
here will be 1 irther 
2} he « erence was in- 
1 and was held upon my sugges- 
yn 
Bailey Reviews Conference 
Dire r B n dis t da letter to 
\ttorne Jenkins a ving some eX 
ent the resul tie < erence s 
etter v s ws 
\ conter ce Was eid mv oftnce 
Springtield tor the purpos« C 
side gt growing it 
certain ¢€ ed wit this ae 
p tment g the Twentie 
Century 1 \t + < C 
ference, in addition to yourself, ther 
was present C. H Bover resident ¢ 


the Twentieth Cent 


' - 
together with representatives trom three 

















other insurance companies Phe 
ceedings were informal an he confer 
ence was held at my sugg 
“The subject matter s directed in 
a general way along the lines pert 
ing to the ethics of the surance 1s 
ness The complaints on file with this 
department were not taken up at this 
time. 
Held in Status Quo 
As a result of the conference it was 
decided that remai 
in status quo er 
hearine on the Id not 
be held unles the fu 
ired to warrant suc T 1 
ig eed a the parties resent 
event ot er vlaints 
nts wou led writ 
ing with the department and ar 
portunity afforded the opposite parties 
tor reply In the event that a satisfac 
tory agreement would not be obtained 
his manner he lepartme t will set 
e tora rmal he x t} con 
ts It 1s Im\ I re ft it S a resu 
this conference the things complained 
of will cease and that there mav be no 
cause for reopening the matter.” 
Review Request for Investigation 
Later Attorney Jenkins in a letter 
to Director B ev declared that ter 
conterr w his chent he was 1 
vised that the Twentieth Centurv Life 
was continuing the practices complained 
of He urged that the department as 
sign someone to investigate the entire 
situation so that the director might have 
first hand kn lg what was going 
on, 


Edwin Starkey, vice-president ind 
teency manager of the Mid-¢ ntinent 
Life of Oklahoma City was ap inted 
to serve on the trade trip committee of 


the Chamber of Commer 


| NEW RECORD MADE IN 





50,000 APPLICATIONS WRITTEN 





All Equitable of New York Agencies 
Respond and Contribute to An- 
nual Total Built 


Frank H. Davis, vice-president of the 
Equitable of New York, has announced 
that 50,000 applications were written 
during the 10-day Presiidient William 


\. Day campaign that ended April 14 
gh record 

were for $200,000,000 
percent of the 
s brought in one 


the company’s 


This is 








or more appli 


105 agencies 





contril 
a total « },200 applications was sent the 
ome IT 

In c 

Vnic Was € 
company h t 
Davis s 

“The 
thi 
thas DS \ 


try men 


+ y } 
timent t 








ilso that gladly a 

ae whe y il wer ake it or 

leave t whceih the would = speedily 

tnrow off W ar ttempt were ade t 
rce it ther 


PRESIDENT ALDER CONFERS 
WITH ASSOCIATION LEADERS 


NEW YORK. April 21 ai 
George D. Alder of the National Ase 





ciati Life | ers s t s¢ 
c i s ] Ss weer ( T¢ < 
tive S etar) FEveret \ 
seve i pr in¢ t we ¢ 
r who ire ctive i tne 
tta S + the ass +? Ir lAse 
c siac mass ‘ 
f enntin e w rk + Y, lone hef e the 
Mer s ( vention in October, the 
c ere r iis evoted some t 1 to 
specula Ss an vestigations oO the 
il s ( news leaks that fre 
( tly ir issociatior matters 
1 ire res € » be strict cor 
le ial 
Preside Alder 1 all othere present 
it the <« erence € t make in 
ment « ea intment of 
new wen il iver tiie rogress 
e ass 1 s re ganizat l 


Insure Caldwell & Co. Executives 














R gers ( il iwell, pres lent ( ( 
well & ¢ investmen | rs wit 
‘ , ¥ Nashv which 
n tne ast vear has a yntrol of 
several nsur e ¢ has an- 
nounce that five ft tives f 
the firm have been covered by life in- 
surance policies of $1,000,000 in the 
companies controlled by him his 
iss ites T} e l es « er tne Ss 
of Mr. Caldwell 1 four vice esidents 
f Caldwell & | Edward J. Heitze 
bere, DeWitt Carter rank B. Marr 
nd Harvev ( Alexander T sur 
ce Ss prorat ( a basis ca 
tal it ’ ir ne + f . con nies 
ntrolled by Caldwell & Co., the Cot 


Nashville brar 
Will Attend International Congress 


Among those who will partic 


the International Congress of Actu: 


'NO STIR CAUSED BY 
PRESIDENT DAY DRIVE 








AMERICAN MEN TABLE 





Adoption of New Standard in Con- 
necticut Meets with Indiffer- 
ence in New York 


MUTUALS NOT AFFECTED 


Dividend Scales Adjust Cost for Young 
Policyholders Under the Pres- 
ent System 





NEW YORK 


action of the (¢ 


, April 21.—The recent 
nnecticut legislature in 





adop the American Men table on 
a percent basis as a permissive legal 
valuation standar ne nhrst legislation 
‘ ts kind in the country, has as yet 
pr ce no ere enthusiasm for or 





pposition against the adoption of a 
tever in- 
terest may have een aroused here in 
al executive circles by the 
t is at least certain that no 
at Albany 




















s year 
From the st the s gest support 
the Amer Men e, which ad- 
tte reflects actua resent day 
t rtaiit expe € more a urately 
than e somewha solet America 
Experi« i s standa d it all 
t three sta is wavs come trom 
s ipanies writ- 
g! i ating siness as th 
ive \et I i t 5 
Sponsored by Corcoran 
e' ive r et competition 
t s which by 
eans g str t S$ in 
ecent years i r the et st 
their : e non-par- 
gy < t reach 
. setting ‘ ore “nev 
est ; t American Ex 
erience eg i indard Un- 
' “s <w . e Travelers 
a | ets ted t 
Ss ‘ ( rect t I 
whic vas sponsored \ 
( rar ( t 
epartment + rou 
< t Li uC 
( Ins 
anton : ts San A 
’ I ist ir Ww 
r t matter was discussed at the 
- ; meeting at Los Angeles 
\ é r sal re < j 1g the 
rmise ; the American Men 
] was ¥ a ! t isse mi led 
ss Ss 4 


New York Net Aggressive 





aaa wor ae anne 
‘ te ; s attitud cnwand 
the es = rently not an ig- 
gressive one The department. will 
nrohablv prefer t e pushed rather 
‘ 7 take the lead nm this matter +f it 
has to move at all. And it is difficult 
to see where the push is coming from, 
r New York is irge non-par- 
t g ’ $ 1 the tstand- 
ine companies domiciled here, all of 
them mutuals ire neutral or at best 
lukewarm toward any active movement 
t this time to set up the American Men 
table even as a permissive legal valua- 
tion standard 
No Material E@ect 
These large mutual companies ure 
supine in the matter because they are 
nvinced the adoption of the American 


Men table would not help or harm their 


way So far 
is thev are concerned rabout the 
(CONTINUED ON PAGE 21) 
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AS INEVITABLE 
AS TIME 


All the plastic surgeons alive can not 
forestall old age, no matter their 
success in masking its ravages. 


Since the beginning of all things 
the one besetting problem to 
man has been the heritage of 
his advanced years—how best 
he may fortify himself 
against the mellow but feeble 
age. 


This emergency has been well 
provided against by OLD 
AGE ENDOWMENT insur- 
ance. Girded with this pro- 
tection, man may look for- 
ward with anticipation of 
ease and comfort, rather than 
with grim foreboding. 


The Prudential Offers a Superior 
Line of Old Age Endowment In- 
surance and, with OrdinaryjAgen- 
cies in All Larger Centers of 
Population, is Prepared to Offer 
Complete Service to Brokers or 
Special Agents. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office Newark, New Jersey 








NEW LIFE INSURANCE 
BOOKS ARE ANNOUNCED 





The National Underwriter and F. 
S. Crofts & Co. Are Co-publish- 
ers of Volumes 








VALUABLE CONTRIBUTIONS 





Noteworthy Addition 
Rapidly Growing International Library 
Series Designed to Meet Need 


Constitute to 








The National Underwriter Company, 
Crofts & Co. of 
the International Library, takes pleasure 
four valuable 


co-publisher with F. S. 


in announcing new and 
books in this interesting series, just off 
the press. The books already issued in 
the International Library series are “In- 
surance a Life Work,” by Hugh D. 
Hart, $2; “Forty Unusual Plans for Sell- 
ing Life Insurance,” Stanley 
Edwards, $2.50; “Creating and Conserv- 
ing Estates,” by E. A. Woods and A. C. 
Robinson, $3. The new books out this 
|} month are among the most important of 
the series. 


as 





by J. 


Publicity Methods for Agents 


| “Publicity Methods for Life Under- 
writers,” 
most complete study of 
methods for agents that has yet been 
made. Many illustrations and reproduc- 
tions of advertisements, etc., are given 
and Mr. Reddall has carefully worked 
out the costs and results and put his 
fine knowledge of the subject so simply 
that every underwriter may read and 
learn how his business may be increased 
through proper use of publicity methods. 
Due to the many cuts used and the large 
size of the book, the price is $4 per 
copy. There will undoubtedly be a large 
sale on this book as Mr. Reddall is 
thoroughly experienced in this line and 
is advertising manager for one of the 
companies whose agents have been most 
successful in the use of these methods. 


E. 


E. A. Woods, president 
Woods Company of 
written a book on “The Value of Hu- 
man Life.” In this he makes an inter- 
esting and readable exposition of the 
recent theory which is being given much 
publicity in current magazines and ad- 


A, Woods’ New Book 


of E 


| along 


| many 


by Arthur H. Reddall is the | 
advertising 


the theory that agents may find it a 
valuable gift book for their prospects. 
It is a beok on health written from the 
life insurance standpoint and gives much 
interesting information on conserving 
health, border-line cases, etc. The price 
is $2 and a copy will be sent on ap- 
proval to any reputable agent. 

All orders should be addressed to the 
Insurance Book House, c/o The Na- 
tional Underwriter Company, 420 East 
Fourth street, Cincinnati, O. 

Should Build Library 


THE NATIONAL UNDERWRITER is strongly 
of the opinion that every live agent 
should start building a life insurance 
library of his own. Not only should he 
watch carefully for the new books as 
they come out, and if they are in his 
line buy them, but he will find much 
profit in giving them a first reading and 
afterwards they will be valuable books 
for reference. Life insurance is becom- 
ing so intricate, and agency work so 
much a matter of real service, that a 
life insurance man can no longer get 
without these working tools. 
Other new books in the International 
Library will be announced in these 
columns as issued from time to time. 


TUBERCULOSIS LEADS IN 
CAUSE OF DISABILITY 


causes three times as 
total and permanent disabilities 
insured persons as does an\ 
other cause, according figures pre- 
pared by the Phoenix Mutual Life. 
This is true though only half as many 
tuberculosis deaths now occur as in 
1900. 

Of 327 total and permanent disability 
claims allowed by the Phoenix Mutual 
up to Dec. 31, tuberculosis came first 
with 120 cases. Insanity was next with 
42, accidents with 27, cancer 15, and 
the remaining twelve disabilities were 
caused by nervous breakdown. 

125 of the total number have re- 
gained their health and the same num- 
ber still receive benefits. Of the latter, 


Tuberculosis 


ailmong 
to 


| 99 get monthly incomes from the com- 


Pittsburgh, has | 


pany, which also their insurance 


premiums. 


pays 


American Life Gets Building 


The Union Trust Company of Detroit 
which has done so much in cooperation 
with life insurance interests in promot 
ing insurance trusts and building life 
insurance along different lines, will erect 
a 40-story skyscraper in its city, extend 


ing along the east side of Griswold 


| street from Congress to Larned streets. 


| vertising copy that the value of any 
| human life can be computed in dollars 
}and cents. The whole subject has an 
intimate bearing on the extremely per- | 
sonal business of earning a living and 


maintaining or increasing one’s own eco- 
nomic value. Mr. Woods is especially 
competent to handle this subject and his 


It will be known as the Union Trust 
building. The present building of the 
Union Trust Company at Griswold and 
Congress streets has been sold to the 
American Life Detroit, which will 
take possession of the premises within 
three vears. 


ot 


Lincoln National Life Banquet 


The annual spring party of the Lin 


coln Life Social & Athletic Association 
cf Fort Wayne was held April 19. The 
entire personnel of the home office of 
the Lincoln National Life, with the 


wives and husbands of the members, at 


tended The address of the evening was 
civen by President Arthur F. Hall. Re 
sponses were made by Miss Clare Mc- 
| Darby and M. D. Johnson. Pep songs 


treatment of it will be awaited with in 

} terest by life underwriters throughout 
} the country. The price is $2 per copy 

| Business Insurance 

There has heretofore been no adequate 

| treatment in book form of the very im 

portant subject of “Business Insurance.” 
The new book on this subject is by 

Ralph Sanborn, general agent in New 

York for the State Mutual Life This 
book will be out sometime in May and | 


will fill a long felt want in the business 


| Practically all agents are now interest 
ing themselves in the subject of busi 
ness insurance and new business from 
this source is increasing rapidly 

Issue Health Hook 
The fourth book in the series is 
;}“Common Sense Health” by Arthur 


Geiringer, associate medical director of 
| the Equitable Life. There is no end of 
| books on health in the market, but most 
| of them are by faddists. This one 

included in the International series 


1s 





with words especially written for the oc- 


sasion were sung. Diplomas were pre- 
sented to the graduates of the course 
conducted during the winter in “Prin 
ciples of Life Insurance.” President 
Glenn Roberts of the social and athletic 


association acted as toastmaster 


Central States Life Figures 


Che Central States Life of St Louis 
to April 2 had received applications tot 
$4,888,908 compared with $4,554,586 in 
1926 and issued $4,703,635 compared 
with $4,366,102 in 1926. In April, 1926, 
its total was $1,724,000 and the agency 
organization has been asked to produce 
much in excess of $2,000,000 this April 
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Help Wanted / 

















HELP WANTED—We are in need of a num- 
ber of seasoned life insurance men (as well 
a3 & tew new men) to represent the Peoples 
Life. Im this organization harmonious rela- 
tions between fiekl, home office and volicy- 
halders are stressed above all else. There is 
no place im this organization for the high 
Pressure salesmman — grouch — or chip-on-the- 
shoulder individual but there ie a real oppor- 
tunity awaiting men who believe in life in- 
surance and value. Congenial associates and 
a growing life company Address E. J. Coe- 
ter, Supt. of Agents, Peoples Life Insurance 
Co., 130 N. Welle Street, Chicago. 
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Conservation 


of business is a vital consideration 
to the underwriter who is far-sight- 
ed enough to aspire to the comfort 
and independence of a steady re- 
newal income. The fruits of today’s 
production should not be permitted 
to wither quickly away—they should 
be sented and watched conscien- 
tiously in order that, through the 
years, they may mean income and 
peace of mind to the original 
producer. 


RE-SALES 


constitute the sixth step of the Amer- 
ican Central Plan and are founded 
upon scientific cooperation between 
Home Office and Branch Office, 
Agent and Company. A feature of 
the Company’s system of renewal 
solicitation and collection is that, 
under the Branch Office method of 
organization, the fieldman need 
devote only a small portion of his time 
to keeping his business on the books. 


SPECIAL SERVICE 


is rendered not only where lapse is 
imminent, but also where reinstate- 
ment efforts are tobe made. Train- 
ed Branch Office staffs are ever 
on the alert to preserve the business 
and to relieve the fieldman of time- 
taking details incident to conserva- 
tion activities. 


AMERICA 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 




















GREAT GAIN IN CANADA 





NEARLY 800 MILLION WRITTEN 


Business Paid for in 1926 Exceeded 
That of 1925 by More than $85,000,- 
000—Now $4,609,902,248 in Force 





The total amount of life insurance 
paid for in the Dominion of Canada 
last year was $797,940,000, an increase 
of $85,848,120 over the amount for the 
previous year, bringing the total amount 
of insurance in force in the Dominion 
to $4,609,902,248, an increase of $450,- 
882,400. Group business in Canada, 
which is included in the general total, 
amounted to $60,058,570, an increase of 
$26,914,779 for the year. Group insur- 
ance in force now totals $204,712,279, an 
increase of $63,622,989. 


Of the business written in the Do- 
minion last year $515,328,711 went to 
Canadian companies, $266,568,498 to 


United States companies and $16,042,- 
800 to British companies, which wrote 
$1,076,128 less than in 1925, the only 
class showing a decrease. In addition 
the Canadian companies wrote $277,- 


756,540 outside of the Dominion, bring- | 
ing their total writings for the year to | 


insurance 
Figures by 


$793,085,251 and their total 
in torce to $4,298,666,041. 
companies are as follows: 


CANADIAN COMPANIES 


New 
Business In Force 
Canada, O....(a) $37,474,169 $ 277,226,200 
(b) 49,063,053 246,290,505 
(e) 86,537,222 523,516,705 
G. (a) 5,933,63 27,654,673 
(b) 8,256,600 26,307,471 
(c) 14,190,230 53,962,144 
ol ae 2,077,600 11,481,023 
Commercial .... 779,766 ,780,498 
Confeder. ...(a) 19,704,854 151,999,359 
(b) 13,941,853 70,874,4 
(c) 33,646,707 222,873,852 
Continental ..... 4,944,08 9,005, 
Crown ...... (a) 15,413,431 61,429,094 
(b) 2,521,206 6,183,213 | 
(c) 17,934,637 67,612,307 | 
Dominion ...(a) 15,348,374 87,465,873 | 
(b) 376,806 564,806 
(c) 15,725,180 88,030,679 
Dom. of Can., O. 1,542,880 »720,403 
 P. The+ —<aeeden 31,000 
I ie Bane cate 2,793,247 8,171,900 
Excelsior, >. -.. 11,809,419 06.683 H+ 
Gr. West, O..(a) 49,034,319 404,846,587 
(b) 10,700,499 42,576,295 
(c) 59,734,818 447,422,882 
G. (a) 473,400 3,604,246 
(b) 45,000 45,000 
(ec) 518,400 3,549,246 
Imperial ....(a) 29,361,959 188,505,924 
(b) 2,068,928 15,358,111 
(c) 31,430,887 203,864,035 | 
London, O....(a) 32,118,828 152,769,854 | 
ee = eee 79,000 | 
(c) 32,118,828 152,848,854 | 


T. (a) 34,008,370 


90,188,191 
G. (a) 5,993,400 8,219,550 
Manufac., O..(a) 39,459,502 232,955,075 
(b) 24,904,647 116,597,995 
(c) 64,364,149 349,553,070 
G. (a) 616.000 1,500.06 
(b) 197,500 197,500 
(c) 813,500 1,697,561 
Maritime ....(a) 687,775 1,797,421 
(b) 575,000 1,163,759 
(c) 1,162,775 2,961,171 
Monarch ....... 6,575,476 46,049,216 
Montreal ...... 5,808,822 24,731,238 
Mut. of Can..(a) 45,132,551 339,012,731 
(b) 216,000 1,947,313 
(c) 45,248,551 349,980,044 
Natl. of Can.. (a) 6,857,810 40,851,834 
(b) 144,250 R79, 528 
(ec) 7,002,060 41,721,282 
No. Amer., O.(a) 20,976,547 132,366.351 
tb) 1,418,421 19, 488.085 
fc) 22,394,968 142,854,408 
G. (a) 111,000 121,090 
Northern, O..... 7,246,513 31,752,194 
G ’ ; 124,000 
Royal Guar. O.. 478,000 3.371.457 
ae 920 4491 426,899 
Saskatchewan 1,623,500 9,221,156 
Sauvegarde. ©0.. 4,494,672 21,251,610 | 
_& POR 200 | 
Security, O.... 1,414,245 7,906,216 
G 1718.50 1.222.700 
Sovereign : 2.441.708 20.92 AAA 
Sun, O (a) 7.092.842 492.122.7787 
(bh) 153,857,406 TAA THA RAG 
(e) 220,950,249 1,186,292. 4748 
G. (a) 32,828,281 74. 623.058 
(bh) 9.449.171 TK.ORT RAT 
(ec) 479,207,462 RA THA RED 
Western 1,192,940 7,898,170 


Total, 1926 (a)$h15.29R.711 $2,979.459.730 
(hb) 277.756.5640 1.219.012.2911 
(eo) 792,800,251 4.298.886.041 


Total, 1925 (nV$442. R95 F2R $2,472 QRDATA 
(b) 219.910, 446 
(ec) 663,806,271 


1.949.579.6512 
3,722,669,189 
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OAN LIFE 
COMMENDED IN REPORT 


'GETS CLEAN BILL OF HEALTH 





Three States Made Thorough Examina- 
tion of the Company and Found 
It in Good Shape 





The Reserve Loan Life has been ex- 
amined by the Indiana, Illinois and 
Texas departments. The company is 
given a clean bill of health. The exami- 
ners in concluding their report say: 

“The business management of the 
company is regulated by the board of 
directors consisting of five members. 
The heads of several departments have 
been with the company for a consider- 
jable time and are quite familiar with 
their duties. The assets are well se- 
cured and the investments have been 
made in accordance with statutory re- 
quirements. All liabilities so far as 
could be ascertained by this examina- 
tion have been correctly calculated and 
an extensive review of the accounting 
system showed that the methods used 
are fundamentally sound. Throughout 
the progress of the examination a spirit 
of cooperation, highly commendable, 
was shown by the officers, department 
heads and employes, and your examiners 
wish to express their appreciation for 
these courtesies.” 











New 
Business In Force 
Increase .(a)$ 71,433,085 $ 306,663,064 
(b) 57,845,895 269,433,798 
(c) 129,278,980 576,096,852 
(a) In Canada. 
(b) Out of Canada. 
(c) Total business. 
U. S. COMPANIES 
Paid for 
1926 In Force 
| Aetna O......... $ 8,029,188 $ 65,596,542 
se yrs 3,993,000 22,573,750 
TT, Bic ccoe 8 8=«©(seseses 8 8=6. a eees 
Equitable O..... 49,300 26,803,581 
 Sehchaehnee 8  —Seasiche 3,258,300 
eee 5,00 195,086 
Metropolitan O.. 55,594,931 356,766,055 
D. edneedeenseee 64,722,039 310,464,350 
Pn erey 7,740,109 37,532,384 
| Mutual of N. Y. 8,334,225 69,253,778 
a ise  ssenees 13,719 
New York...... 19,641,600 160,483,195 
SERGE. Bice 8 3s s ewe oo 27,817 
*Phoenix Mut...  ......- 62,553 
| *Provident Sav. _...... 432,769 
26,456,477 137,408,861 
} 49,827,225 207,520,172 
997,450 6,261,350 
| 56,924 1,207,978 
19,209,730 94,945,032 
1,243,800 17,706,907 
| 678,500 8,618,872 
United States.. 89,000 724,411 





Total, 1926... .$266,568,498 $1,618,874,230 
| Total, 1925.... 251,077,335 1,377,464,924 
Increase 


eeees $ 15,491,163 $ 141,409,306 


*These companies have ceased transact- 
ing new business in Canada. 


BRITISH COMPANIES 





Paid for 

1926 n Force 
Commercial Un.. 3,933 $ 520,871 

 ...... aeerrrerss 2,7 
EE «sens jj osebees 3,599,990 
*Life A. of Scot. 2 ahs i 109.415 
. a 1 er 142,127 
London & Scot.. 1,098,653 19,141,549 
Mutual & Cit. O. 2,932,403 12,089,799 
re ae taal dail 7,977,795 15,160,677 
No. Brit. & Mer 1,500 2,074,706 
kh 4. 2. eer 55,07 
| Phoenix of Lon. 184,867 7,696,599 
| Royal eile i ae 1,599,362 23,082,161 
[Sennen SO. 8 = ss wavcce 16,959 
| *Secottish Prov.. _..... 6,626 
Standard ....... 2,244,287 27,600,228 
Pi? sebdecséene ~sanetar 75,7638 


Total, 1926....$ 16,042,800 $ 111,375,288 
Total, 1925....  17.118.928 108,565,248 


Inc. (1) Dec. (4) $4 1,076,128 $ 1 2,810,040 


*These companies have ceased transact- 
ing new business in Canada 


First Policyholder Still Living 


Sixty vears after the founding of the 
Equitable Life of Towa, the man to 


whom the company’s first policy was 
lissued is still alive and active He is 
Frederic k Marion Hubbell, founder of 


The policy matured as an 
age 80 in January, 1919 


the company 
lendowment at 
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Use The Most Open Road Into Your Prospect’s Mind 






1. “The Optic Nerve, as shown 
above is 18 times larger than the 
nerves of the ear.” 


a) 


“The eye transmits its impres- 
sions to the brain 25 times faster 
than the ear.” 


“When you talk with pictures or 
illustrations, you use both the 
eyes and the ears of listeners in 
making them grasp your thought. 


In 87 cases out of 100, a mental 
picture can best be created vis- 
ually.” 


Men Get 78% of 
Their Impressions Through 
Their Eyes 


LET THESE CONVINCERS HELP YOU SELL MORE INSURANCE Use This Principle and 


C-1I—WHERE WILL YOU BE AT 65 C-7—INVESTMENTS FOR WIDOWS?? Prove Its Power 
cc Convincers. Price $1.50 34 Clinchers for Married Men. Price $2.00 
~ yt Ay — 9 egy a 4 —_~- A ges Pag convincing - a Clippings, . _— 
an i men and women. this to your t market records, statements such men as An . 
i c i h ds of i when i ) = 
of canvass and you, wil Get the Bacon” more ofien ernie arto ararde of lovee eS ce Order Convincers To-day 
C-2—BRAIN INSURANCE 
25 “To the Point” Illustrations. Price $1.50 CO-SEETE SAnanraee yo may order them, enclosing remit- 
Advertiseme: of forced sales caused by death of Busi- : 
ness men without life insurance. Illustrations of cases atten Geteniines rycen 8 and use them for ten days in 
where life insurance. was carried and it saved the busi tenn of cute pictures, experiences from reat  YOUr work and if they don’t help you, re- 
demonstrating needs for Business Insurance These have life of widows and orphans of once wealthy men that turn them to us and we'll cheerfully refund 
helped to sell many large policies. They can help you. should touch the heart of your hardest and , ° ° ° 2 
cause him to buy enough life insurance from you to all you've paid, immediately upon their re- 
C-3—BRAIN INSURANCE AND protect his loved ones. celpt 
CREDIT 
43 Selling Demonstrations. Price $2.50 C-9—EVEN THE WEALTHY NEED IT 
Letters om — 7 pincnchs Supgnem, . ong na ra Sheets. Price $1.0 " ee@cceceseeceseas Seeeeeresesseeseesseeesasesas 
Life Insurance helps his credit. Don’t yeu yy pd - roe 7 ae oon 2 waa —~+y Be A LL seme 
pect that this can help you with. experience of men now wealthy and others who are * DIAMOND LIFE BULLETINS, 
C-4 EDUCATIONS GUARANTEED “has-beens” so far as wealth is concerned. ° 420 EAST FOURTH STREET, 
11 Charts, Pictures, Et Price 3.75 : CINCINNATI, OHIO. 
Statistics on value of education to children. Heart touche C-10—TWO KINDS OF ESTATES ' I am enclosing $..... for which send me 
ing pictures, Charts, etc. If you have a prospect with 8 Sheets. Price $1.75 ! the Convincers marked below on ten days’ approval. 
children you can use this to your gain. gree ; ; Cc le 
Bev'e enough dota and poost fe convinge any toubting : omplete sets at $15.00 each 
© a 10 to wt u 1” value a ue nsw co > 
Cc 5 COST OF DELAY Estate” ome a “General Property Estate.” And that's : . 1, $1.50. ; c- % $1.50... C-3, $2.50 
27 Sheets. Price $1.50 what you need to do to get a man to put his savings : o 4. 75... C- 5, 1.50... C-4, 1.35 
Absolutely convincing material to use on your prospects into life insurance instead of into other properties. > ..C- 7, 2.00 . C- 8 32.00 Cc-9, 1.00 
who want to put off buying Life Insurance. Worth many ' ..C-10, 1.75 —_- % 1.50. ee 
times its cost for closing cases. TAX INSUR ° 
-l1—INHERITANCE X : : 
C-6-—WHAT LEADERS THINK ee S atame 
16 Sheets. Price $1.25 sn ie ha a : 
Testimonials as to value of life insurance from Calvin ae Se ee ' Company 
Coolidge, J. C. Penny, Joseph P. Day, Edward S. Jor- Illustrations of Estates that have been tremendously re ' 
dan, John Wanamaker and others giving the strongest duced by inheritance taxes) And recommendations, from . = 
kind of endorsement to Life Insurance These will an- outstanding men and institutions, of Life Insurance to ' Street and Number 
swer almost any objection. prevent this 
: City and State.... 
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| WITH AN ASSURED FUTURE 
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| A very unusual incentive for industry and 
| permanency is provided for New York Life 
Agents in the Company's present agency 
plans which were first adopted many years 


ago. 
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q Time has proven the wisdom of these plans. 

Many men and women who have stuck 
| to the ‘‘Nylic’’ program for 20 years are now 
| assured of a life-income, though some of 
them are still in the prime of life. 


It is noticeable that those who have paid 

the price of hard work throughout the 20 
years now take longer vacations and travel 
more than they formerly did. Yet, the 
great majority, having become accustomed 
to industry and loving the work, continue to 
insure their clients even after 20 to 50 years 


of service. 








Thus they add to their certain life-incomes 

substantial commissions from new busi- 
ness, secure in the knowledge that they are 
protected for life. 


Is it any wonder that, measured by unusual 
standards, Nylic agents are indus- 
trious, persistent, satisfied 
and happy? 


} 
Mia Wa 


NEW YORK LIFE INSURANCE COMPANY 
346 BROADWAY, NEW YORK ! 


—“~ 
Me a 


DARWIN P. KINGSLEY, President 
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INSURANCE COMPANY 
In the City of New York 
Organized 1850 Non-Participating Policies Only 
Over 71 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 

sis HOME OFFICE: 105-107 Fifth Avenue, New York City sis 
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National Underwriter WANT ADS are Result Getters 











PRESIDENT WELCH TE TELLS 
| ABOUT THE SECURITIES 


POLICY OF PHOENIX MUTUAL 





| Says That the Company Saw the Value 
of Public Utility Bonds as an 
Investment 





President A. A. Welch of the Phoenix 
Mutual Life summarizes the information 
regarding the securities owned by the 
company. The investment side of a life 
insurance.company is a_ most important 
phase of its operation. President Welch 
in his comment says 

“The laws of Connecticut provide that 
a life insurance company shall not loan 
more than 50 percent of the fair value 
of any piece of real estate pledged as 
security for the loan and all of our 
mortgage loans are made under this re- 
striction. 

Refers to Real Estate Bonds 


“This security therefore shall never 
be confused with the widely advertised 
real estate mortgage bonds that are 
issued and sold to the public under the 
good name of a first mortgage but 
which, representing a far larger propor- 
tion of the sales value of the property 
than the 50 percent, described in our in- 
surance code, have not the stability or 
safety of our mortgage loans. Forty- 
eight percent of our assets are invested 
in these loans, 35 percent being secured 
by farming lands and 13 percent by city 
property, principally residential property. 


Takes Over Farm Property 





Evidence of the security of our first 
mortgage loans is found in our own ex- 
perience. The president’s reports of the 
past two years have described the blights 
that have come upon western and south- 
ern farming areas where life insurance 
funds had assisted in their development 
| through loans on first mortgage notes. 

Jecause of continued losses some farm- 
ers have been unable to meet their taxes 
| and interest which has necessitated fore- 
closure of the mortgage and acquiral of 
the property. This company has frankly 
met the issue, and has taken over the 
property in its own name. 


Anticipate No Loss 


“The value of this property is entered 
on our books for the amount of the orig- 
inal loan, which is less than one-half of 
the value of the property at the time 

| the loan was made., all expenses of fore- 
closure being charged to profit and loss. 
A careful inspection of these properties 
leads us to the belief that in the end 
they will be sold for a considerably 
| larger sum than the amount at which we 
have valued them on our books. Sales 
already consummated show values 
largely in excess of the book values. 


Public Utility Bonds 


| “The increasing earning capacity of 
railroads has warranted us in slightly in- 
| creasing our holdings of railroad securi- 
ties. Public utility bonds have attracted 
us more and we have increased our 
holdings in these securities by nearly 
three million of dollars. The Phoenix 
Mutual was among the first of life in- 
surance companies to recognize the 
value in this class of security and began 
buying them 10 years ago, with the 
| result that we have a list of underlying 
bonds that it would be impossible to 
duplicate at this time except at a largely 
| increased cost. 

“While many new refunding issues of 
public utility corporations that are being 
| offered to the public seem quite un- 
seasoned and far weaker than the under- 
lying bonds we purchased in the past, 
intelligent study of these issues shows 
many bonds that meet our standard of 
satiety. 


U. S, Government Bonds 


“During the year we transferred $750,- 
000 of the U. S. Government bonds into 
|long term railroad and public utility 
bonds bearing interest considerably in 


lexcess of the government rate. Our 





“LIVING TRUSTS” POPULAR 
TEXT ON VITAL SUBJECT 


IS TECHNICAL BUT READABLE 





Prominent Authorities Give Unreserved 
Approval to Book Written By 
Specialist in Field 





Probably the fastest selling lite insur 
ance book on the market today is “Liv- 
ing Trusts,” including life insurance 
trusts, a. Gilbert C. Stephenson, issued 
by F. S. Crofts & Co. and The National 
U Co riter Company. The modern life 
insurance policy, with its options of set- 
tlement, etc., is practically a trust agree- 
ment. The whole field of trusts is being 
explored by the up-to-date life insurance 
man. His knowledge on the subject of 
trusts is essential to a proper presenta- 
tion of the life insurance plan in most 
cases. “Living Trusts” is the only prac- 
tical layman’s book on the subject yet 
issued. 

Is Authoritative Work 

Mr. Stephenson has distilled into this 
book the rich experience of his many 
years in trust work. “Living Trusts” 
is technical without sounding so. It 
will meet the requirements of the lay- 
man who is undecided whether a living 
trust will serve his purposes, of the busy 
lawyer called upon to draw a living 
trust or life insurance agreement, of the 
trustee who wishes a ready guide to the 
working out of the terms of a living or 
life insurance trust, and of the life 
underwriter who is earnestly endeavor- 
ing to advise his client how best to ar- 
range his insurance. 

The secretary of the Americ: in Bank- 
ers Association says of it: he book 
yn living trusts by Stephenson is one of 
the most useful contributions to trust 
company thought and development that 
has been published for many years. It 
is the last word on this subject, which 
is gaining each day in importance to the 
corporate fiduciaries in America. Aside 
from the value of the subject matter, the 
attractiveness of the book commends it 
to the reader.” 


EE. A. Woods’ Recommendation 
1 


E. A. Woods of the Equitable Life 
says: “It is an extremely valuable book, 
particularly for a life under writer who 
is active and progressive.” 

“Living Trusts” is a large book of 430 
pages and sells for $3.75 per copy. Or- 
ders should be addressed to the Insur- 
ance Book House, c/o The National 
Underwriter Company, 420 East Fourth 
street, Cincinnati, O. 








present holdings of nearly $1,500,000 we 
retain as a practical cash reserve for 
sudden business needs or investment op- 
portunities. 

“While a life company through stock 
holdings can realize a higher rate of 
interest and also a benefit through the 
working of the United States corpora- 
tion tax law, it is our policy to invest 
only a small portion of our assets in this 
class of security. Our total holdings, in- 
cluding a few guaranteed or preferred 
railroad stocks and selected stocks of 
Hartford, New York, Boston and Chi- 
cago banks and trust companies, amount 
to scarcely 3 percent of our total assets.’ 


" Act on Sun Life Capital Increase 


The bill to increase the capital of the 
Sun Life of Canada was passed through 
the House of the Dominion parliament 
in committee last week. It was 
amended in some respects, the most im- 
portant change provided that none of the 
additional stock of the company, as a 
result of the increased capitalization, 
should be given to the shareholders as 
stock dividends or bonuses. All the new 
stock must be paid for in cash at least 
par value. Another amendment enables 
the company to appoint one-third of its 
board of directors of persons not British 
subjects. 
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TAX EXPERT TALKS ON 


LIFE INSURANCE TRUST | 


| aseets they are invested with a greater 
these | 
funds out on a specified date, but not | 


— —— 


SPEAKS AT SALES CONGRESS 


Manager Clayton Mammel Explains 
Difference Between Funds Held by 
Life and Trust Companies 


“Conserving Life Insurance Proceeds 
by the Trust Idea” was the topic of 
Clayton Mamme], manager of the tax 
department of the Farmers & Bankers Life 
of Wichita, at the Kansas sales congress 
at Topeka. He said: 

“The life insurance trust idea has 
originated from the fact that a large 
amount of insurance each year was paid 
out to beneficiaries and was not prop- 
erly conserved, but soon wasted away, 
as statistics show lump sum insurance 
usually lasts from five to seven years. 
The trust companies found that there 
was a wonderful opportunity to have 
funds paid to them which they could 
rightfully receive and invest them 
safely, and assure the cestui que trust a 
reasonable income whereas if these 
funds were paid out in lump sum to 
beneficiaries, no one would profit. 

Funds Invested in Pool Safer 


“Some underwriters are now under 
the impression that their own life in- 
surance company can act in the same 
capacity as that of the trust company 
and that there is no difference between 
funds held by their life insurance com- 
pany under optional settlements and 
funds held by a trust company. First, 
there is no legal comparison to these 
arrangements by reason of the fact that 
funds held by a life insurance company 


are under a special agreement and the 
life insurance company invests all funds 
held by them‘in one big pool of invest- 
ments. 
act as a trust company. 


Also they are not chartered to 
However, you 


|can see from this arrangement 


that | 
where funds are invested in one pool of | 
degree of safety, and can pay 
| upon a contingency. The trust com- 
pany receives the proceeds of policies 
from the insurance company, then in- 
vests them by themselves or in several 
entities of trust. Of course, this is un- 
der the supervision of the investment 
committee and is governed by the wishes 
| of the insured under the trust instru- 
ment as to how the income from the 
trust shall be paid to the beneficiaries 
and at such time and manner as speci- 
fied. 
Great Field for Service 

“There is a wonderful field for this 
work on the part of the agent of estab- 
lishing life insurance funds, under op- 
tional settlements by life insurance com- 
panies or establishing life insurance 
trust in the hands of a trust company. 
Just to think that at present there is 
approximately $80,000,000,000 of insur- 
ance in force, and approx! imately 90 per- 
cent of this insurance is yet made pay- 
able to beneficiaries in one lump sum. 
It seems that the life underwriters have 
a great field in which they can serve 
the client that already has insurance, 
and when the present insurance is put 
in terms of income the client will find 
he needs additional insurance. 

Various Kinds of Trusts 

“There are several kinds of life insur- 
ance trusts that can be established as 
spendthrift, charitable, those of philan- 
thropic nature, and one which sets out 
the wishes of the trustor in every de- 
tail, as to the kind of investments, and 
how and when the payments of income 
shall be paid. The insurance proceeds 
made payable to named beneficiaries en- 


joy an exemption of $50,000 from fed- 
eral government revenue act of 1926, 
and most states do not tax insurance 


proceeds, when made payable to named 
beneficiaries. In other words, the trust 
idea means making the proceeds of life 


























| PHOENIX MUTUAL HEAD 


COMMENDS AGENCY PLAN | 


| before been made by any life insurance 


BUSINESS MUCH IMPROVED 


President Welch Says Elimination of 
the Part Time Men Has Brought 
Satisfactory Results 


President A. A. Welch of the Phoenix 
Mutual Life in his annual report com- 


| ments on the company’s agency system 


in eliminating part time men. In this 
connection he says: 

“In 1913 your company was the first 
to set forth the disadvantages resulting 
from the employ ment of men who gave 
only a part of their time to the business 
of life insurance, reserving their energy 
and ability for the development of other 
activities. Insisting that the selling of 
life insurance in a proper manner was an 
occupation that challenged the abilities 
and the ambition of the highest type of 
young manhood, it gradually cut down 
its selling force to about one-fifth of the 
number of agents on its rolls in 1913, 
and started to build up a group of care- 
fully selected salesmen especially trained 
as life insurance counselors through 
schools conducted at the home office. 


Business Has Improved 


“Under this plan of ours we have 
placed in force during six months of last 
year twice as much new business as we 
wrote during the 12 months of 1913 
through nearly four times the number 
of field men, every man who has stayed 


| with us during that period writing far 


more than he did 13 years ago and with 
an average yearly earning of our field 
men far in excess of the average earning 


insurance do the utmost to support and 
maintain the beneficiaries according to 
the wishes of the insured.” 


ll 








| northern 


l 
of the field men of any other life com- 


pany. Such a record as this has never 
company and is incontrovertible evidence 
of the practicability of our ideals and of 
the success of our plans for attaining 
them. 

Retirement Income Plan 


“Your company has now taken a 
further step to bind to itself in new 
bonds of loyalty and interest the sales 
force it’ has built, by establishing for 
field men a plan which provides them 
with a retirement income at age 65, after 
20 years or more of service, and which 
meanwhile protects them in the event of 
total and permanent disability. This plan 
is in no sense a ‘pension,’ nor does it as- 
sume that a man is superannuated at 
age 65. On the other hand, it utilizes 
the principles of underwriting to capital- 
ize for his later benefit those years of 
his career which should prove richest 
and most fruitful in accomplishment. A 
plan was completed several years ago 
under which retirement incomes are pro- 
vided for both home office employees 
and field managers. 

Look for Deceased Cost 


“In the field we have remodelled and 
re-equipped our branch offices so as to 
give our counselors every advantage in 
their work. In these offices our man- 
agers are supervising and guiding our 


held representatives in servicing our 
policyholders, and now with the in- 
creased amount of insurance in force 
which co-operation on the part of our 
policyholders will bring, we can look 
forward confidently to still greater re- 
duction in the ultimate cost of insur- 
ance.” 
Opens Evansville Office 
The Sun Life of Canada, with which 


the Cleveland Life was recently merged, 
has opened an office in the Cleveland 
Life building at Evansville, Ind. The 
branch office will supervise southern In- 
diana, southern Illinois and western and 


Kentucky 














“A Company 
willing to Pay 
the Price Required 
to Give Service” 


transportation. 


An Overgrown Row Boat 
Once Crossed the Atlantic! 


But that Voyage was made in the Viking days, a thousand or 
more years ago, by the Norseman, Lief Erickson. 
day having the same journey to make would choose this mode of 


Not many to- 


Really it is quite as foolhardy to attempt to sell life insurance 
without having back of you a progressive, aggressive organization 
that has policy contracts that sell and a real agency contract. 


International Life Insurance Co. 


St. Louis, Missouri 


W. K. WHITFIELD, President 


DAVID W. HILL, 


Ist Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’! Mgr. Agents 
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Gain in Insurance in Force 1926 
over $22,000,000—1I0 per cent 
An increase over the 1925 gain of 

over $$,000,000—30 per cent 




















Northwestern National 
 _ Helps its Agents to 
Solve the Lapse 
Problem 





ractical plan of 
elping general 

agents and agents to 

keep business on the books, 
which was put in effect in | 
1926, enabled them to re- 
duce the lapse rate on first 
year business 10 points in 
1926 as compared with | 


| 1925. | 








This means many dollars | 
to agents of this 
company 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O45 ARNOLD, pacemory 


Minneapolis Minn. 

















—_—Ee 


W. J. ALEXANDER, Secy. 
F. T. ANDREWS, Med. Dir. 








POSE BARRY DIETZ, Pres. 
G. O. SANBORN, Vice-Pres. 


GLOBE MUTUAL LIFE | 
INSURANCE COMPANY 


CHICAGO T. F. BARRY, 


Incorporated under state 
Founder 


laws of Illinois 1895 


19, PER CENT NET AVERAGE GAIN FOR 1926 in all branches 


THIS IS MADE POSSIBLE ONLY BY THE UNEXCELLED 
SERVICE THE GLOBE GIVES TO ITS POLICYHOLDERS 


Telephone 


Home Offfice, | 
Harrison 1998 


431 S. Dearborn St. 
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POINTERS ON SELLING § 
LIFE INSURANCE}TRUST 


by Hugh D. Hart in 
Address 





‘IS COOPERATIVE EFFORT 


| Combination of Two Institutions Affords | 
Unsurpassed Method of Providing 


for Dependents of Assured 


PHILADELPHIA, April 21.—Mod- | 
| ern life underwriters, to be progressive, 
| should give further attention to the con- 


servation of estates, particularly those 
which they have been instrumental in 


creating, through the new cooperation | 


offered by the great trust companies of 
the country, Hugh D. Hart, of Hart & 
Eubank, general agents for the Aetna 
Life in New York, advised the Philadel- 
phia agents of that company at the April 
dinner meeting. 


Is Cooperative Plan 


William R. Harper, general agent oi 
the Aetna Life in Philadelphia, presided, 
and, surrounded by a number of guests 
including K. A. Luther, vice-president of 
the Aetna, William A. Law, president of 
the Penn Mutual Life, and William H. 
Kingsley, vice-president of the Penn 
Mutual, directed one of the most inspir 
ing meetings that has ever been given by 
an agency in Philadelphia. 


In urging on the underwriters a more | 


thorough study of the conservation of 
estates, Mr. Hart stated that there is no 
more cooperative attitude than that 
shown by trust companies at present in 
the extension of this great service of 
both interested parties. 


Nine Basic Selling Themes 


“All arguments, all sales systems and 
production methods in life insurance are 
founded on nine basic selling themes, 
and around these nine elemental ideas 
are grouped all sales methods,” Mr. Hart 
said. “First, there is family protection, 
which includes education of children and 
the comforting of the weak in time of 


| dire need. Secondly, there is business 
| insurance, including credit protection 
| and the ramifications of corporate and 

partnership agreements. Third, there is | 
| the old age idea, retirement funds and | 


pensions. Fourth, the savings, thrift 
and investment principles. Fifth, be- 


quests, charity and institutional remem- | 


brances. Sixth, the life value indemnifi- 
cation, in which the principle of casualty 


insurance is involved, with an actual in- | 
demnification for the loss of the prop- | 
erty value of a life. Seventh, program | 


insurance, regarded from the standpoint 
of an ally by which life’s ambitions can 
be realized. Eighth, life insurance for 
the funding of known taxation at death, 
such as inheritance taxes. And, ninth, 
the trust conservation service. 


Seven of Nine Are Neglected 


“Of these nine basic selling themes, 
upon which has been reared the vast su- 
perstructure of $80,000,000,000 of life in- 
surance in the United States today, 
every life insurance man has used the 
first, and, in recent years, a large cult 
has grown up that use the second, but 
there is a sad commentary in the fact 
that all of the other seven are capable 
of the same exploitation and develop 
ment as the first two. In short, seven 
out of nine basic selling principles in 


| life insurance are practically unused by 


the 200,000 life underwriters in the coun- 
try today. We have reached a period in 
development where it is incumbent on 
underwriters not only to develop the 
first two, but to equip ourselves to de- 


| Great Opportunities Are Indicated | 


April 22, 1927 


| velop sales opportunities and_ ideas 
| ground each of the other seven. 


| Assume Too Much Credit 


“We underwriters have become prone 
to assume too much credit for the large 
volume of business that has been writ- 
| ten in recent years. It does seem to 
| constitute tribute to our ability as sales- 
| men. Technically, until recent years, 
life insurance salesmen were not extraor- 
| dinarily efficient, so that the great vol- 
| ume sold is largely attributable to the 

soundness of the idea of insurance in it- 
| self. 

Combines Two Factors 

“We have in the life companies and 
| trust companies the two great factors ot 
| protection in cooperation for the pursuit 
| of a desirable objective. Life insurance 
| for the creation of estates, and trust 
| company service for the scientific, accu- 
rate distribution of the reserve created 
| by the life policy, guaranteeing that the 
objective of these estates shall be con- 
summated. There is no conflict between 
them. It is a natural alliance, and as 
| such should be used to the fullest advan- 
| tage by both. 


| Insurance Lacks Flexibility 


“There are, however, a few objections 
to keep in mind. Principal among them 
|is the antipathy of the life insurance 
| men who believe that the present modes 
| of settlement included in the policies 
fully meet all the needs of every client. 
| There can be no criticism of the modern 
| life insurance policy; it meets every con- 
| ceivable known need. But it is funda- 
| mentally deficient in its rigidity of con- 
tract settlement, which rigidity the trust 
agreement has not, although the trust 
agreement can be detrimental in some 
instances by a lack of rigidity. The fact 
| that a widow or an orphan child can go 
| to a trust officer in her own locality for 
| advice on every matter of business is in 
| itself a human appeal that cannot be 
| overlooked. There are capable life in- 
| surance executives that are just as hu- 
| man and as sympathetic as a trustee, 
but theirs is a legal contract which can- 
not be stretched to meet a_ sudden 
| emergency of unforeseen sickness, acci- 
dent or financial stress. 
| Have Wrong Impression 
| 
| 
| 


“There are one or two things that 
must be avoided by the life underwriter 
in seeking this trust company coopera- 
tion. It is usually the first thought or 
the inexperienced that the trust company 

| will turn over to the underwriter a 
| number of prospects for life insurance, 
| which the underwriter will kindly agree 
| to sell insurance and, if an agreement is 
| worked out, the trust company will 
| benefit by being appointed the trustee. 
| Avoid this attitude, as it instantly nips 
in the bud the true spirit of cooperation. 
| Remember that the trust companies are 
not in the habit of divulging any such 
confidential information concerning their 
depositors or clients. 

| “Another mistake is the tendency on 
the part of men of great ability to think 
it is necessary for them to begin a spe- 
cialized course in the technique of trust 
service. It is the function of the life 
underwriter to sell life insurance. If we 
can’t get trust service free from experts 
why spend a long time in studying to 
become trust officers as well as under- 
writers? 


Benefit by Advice 


“Two plans are possible of producing 
service to the insured as well as bring- 
ing the underwriters some _ business 
| through the cooperation of the trust of- 
ficials. When you call upon a prospect 
concentrate upon the one idea only that 
you want that prospect to think in terms 
of conserving his estate. Emphasize the 
profound importance of conservation of 
what has already been done, then sug- 
gest that the trust company, his or 
| yours, be called in for a cooperative an- 
| alysis. In nine out of ten cases, the 
| trust official will point out, with the 
| weight of third party influence which 

your prospect is ready to listen to un- 
| guardedly, that additional life insurance 
(CONTINUED ON PAGE 30) 
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= = =F | William street to new quarters in the | here of the Penn Mutual Life, from the 





| | same building which will be officially | company's annual statement for 1926 


| - 
AS SEEN FROM NEW YORK opened for business May 1. Greater | Since the Penn Mutual was founded 80 
convenience as well as more space will | years approximately $517,000,000 





MUTUAL BENEFIT MOVES 


The distinct earth shocks felt here on 
the southern tip of Manhattan on Mon 
day were probably not caused by a 
quake, as has been suggested, but by the 
rumblings of the many heavy motor 
trucks commandeered by the Mutual 
Benefit to assist in its house-moving this 
week from its old quarters to its fine 
new home office building at Broadway 
and Second avenue, Newark, which is 
now completed but for a few finishing 
touches. It is expected that the trucks 
will have moved more than 2,000 loads 
of records, desks and other furniture, 
the work having been so systematically 
planned that each article will be at once 
set in the exact spot where it is to re- 
main in use, thus largely eliminating 
extra handling. The big three-manual 
cancert organ in the auditorium, made by 
the Skinner Company of Boston in ac- 
cordance with plans drawn by James 
Philipson, the company’s organist, and 
Mark Andrews, organist of the Mont- 
clair Congregationalist Church, is already 
in place but will not be heard officially 
untd May 6, when Messrs. Philipson 
and Andrews, assisted by a chorus ot 
140 mixed voices, all employes of the 
company, will give a recital and a con 
cert. The organ has 2,300 pipes and 
chime, harp, French horn, trombone and 
trap stops. In the assembly room, in 


| BY G. F. WILLISON 


addition, there are great swell, choir, | 


echo and pedal organs, bass and treble 


drums, crash cymbals, orchestra bells ! 


and a xylophone. 
* * * 
LEADS ON DISABILITY CLAIMS 


Total and permanent disability figures, 
according to a study of its 1926 records 
just completed by the Phoenix Mutua! 
Life, show that tuberculosis produces 
three times as many total and permanent 
disabilities as any other cause, notwith- 
standing the fact that the death rate 
from tuberculosis is now only half what 
it was in 1900. Tuberculosis accounted 
for 120 of the 327 total and permanent 
disability claims allowed by the com- 
pany up to Dec. 31, 1926. Insanity 
came next with 42, and then accidents 
with 27. Cancer accounted for 15, and 
the remaining 12 disabilities were caused 
by nervous breakdowns. Out ot! the 
total number, 125 have regained their 
health and a like number are still re- 
ceiving benefits. Among the latter 99 
get monthly incomes as well as have 
their insurance premiums paid tor them 
by the company. 

o &. «6 
BIG DAYS FOR EQUITABLE 


In the recent annual testimonial cam- 





paign to Judge W. A. Day in honor of | 


the sixteenth anniversary of his election 
as president of the Equitable Life of 


New York, which ran from April 4-14 
| 


and during which the field representa- 
tives of the company broke all records 
for a 10-day drive by writing over 
50,000 applications for more than 
$200,000,000, the largest single day's 
business was done April 11, when the 
home office received 5,200 applications 
for $16,257,000. This also established 
a world’s record, but it stood only a 
week. On April 18, probably as a re- 
sult of the momentum gained during the 
testimonial drive, the Equitable’s hom« 
offices received 7,132 applications with 
medical examinations completed for a 
grand total of $20,614,735 of new busi 
ness, 
i 
LIFE AGENT'S GREATEST ASSET 


Saying that men in every line of busi 
ness have some major asset, the banker 
having his money capital, the merchant 
his stock-in-trade, the farmer his land 
and the manufacturer his machinery, 
Hugh D. Hart of the Aetna Life then 
propounded this question before a meet 


ing of the New York Life Underwriters | 


Association, What is the greatest asset 
of a life insurance man? “Some claim 


ago, 
be provided by the new office, which| has been returned to _ policyholders, 
will occupy a large front part of the |] about $300,000,000 having been paid to 
ground floor and all of the second floor. | living policyholders while some $217, 
* * * 000,000, or only 40 percent, has been paid 
PROTECT WIFE FROM CHARGES | out as death claims. And about $130, 
000,000, or 65 percent of this total of 
$217,000,000 classified as death claims, 
was paid out in dividends before the 
death of the insured 
ee 
OLD PLAN IN NEW DRESS 








it is personality,” said Mr. Hart, “but 
that isn’t so, because two of the coun 
try’s five biggest producers are men who 
have nothing of what is commonly In connection with new section 53a 
called ‘personality.’ Others claim knowl- | of the state insurance code which now 
edge, but that isn’t true, for many men | fully protects beneficiaries of life insu 
without much knowledge produce huge | ance policies by superseding section 52 





volumes of business while some with | of the domestic relations law under | 
it can't sell a single policy. Knowledge | which all life insurance with a premium 
is essential, but in itself it doesn't mean | of more than $500 a year and payable “Selling plans are numerous and ideas 
success. Stull others claim their own to the wife as beneficiary Was “primarily are not scarce,” according to a well 
particular company is their greatest | for the payment of the insured’s debts,” | known general agent here, who not long 
asset. No, that isn’t it In my opinion, | the interesting fact was brought out by | ago declared, “I do not believe there is 
the life insurance mans greatest asset | Albert Hirst, attorney and former life | anything new in life insurance so far as 
is time, and upon his efhcient or imefh- | insurance man. that section 52 of the | Selling ideas are concerned. What seems 


cient use of it his success almost en-| domestic relations law was originally | new is only some old neglected plan 


tirely depends. Everything he builds | passed in 1840 in order to protect a wife | brought forward again in new clothes. 
is erected on conscientious and intelli- | from criminal charges of betting on her | The dress, the new clothes, are impor- 
gent employment ol his time.” And | husband’s death if she took out a policy | tant ‘he difference between the $500 
Time, Mr. Hart might have added, is} on his life and paid the premiums and the $5,000,000 producer is measured 
highly perishable. It is one thing that * * * by the difference in their application of 
— not keep even a second It must POLICYHOLDERS BENEFITED |} an idea and their manner and method of 
ve used this instant or it is lost forever The slogan “Live to Win,” adopted delivering it nea 


by the life insurance fraternity for this 
P". year's National Thrift Week campaign 

The Hart & Eubank agency here of | in January, is no mere empty phrase as Speaking of the movement to profes 
the Aetna Life is in the throes of house | can be seen from these figures quoted | sionalize life underwriting Director 
moving trom its present office at 100} recently by J. Elliott Hall, general agent | Vincent B. Coffin of the life insurance 


HART & EUBANK MOVING SEES FEWER, BETTER AGENTS 








ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 





F SELLING INSURANCE ON 
LIVES OF CHILDREN 


Our new Juvenile Policies offer a great 
opportunity and a distinctive field of 


service, 


Endowment policies at ages 16, 17, 18, 
19, 20 and 21. Also straight 20 Year 
Endowment and 20 Pay Life contracts. 





Written from age one day old and 
up. 


Without re-examination, automatically 


placed in full benefit for the face of the 





policy at age five 


Special Waiver of Premium Benefit 
waives premiums in event of death or 
total permanent disability of the bene- 


ficiary. 


A great many of our agents are de- 








voting their time exclusively to the 


money-making sale of these wonder 


Royal Union Life Building 
Cor. Seventh and Grand Ave.., 
Des Moines, lowa contracts. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 
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training course at New York University 
remarked it would be most foolhardy 
of modern life underwriters to pretend 
to be trust experts, lawyers or account- 
ants when they lacked the special train- 
ing and equipment required. “But I do 
believe,” he said, “that the life insur- 
ance man of tomorrow must be a better 
business man. He must know business 
from every angle, the life insurance 
business most of all. The only thing 
I can see in the future, so far as life in- 
surance is concerned, is a day of fewer 
and better agents, the trend at the pres- 
ent time being unmistakably in that 


direction.” 
* * . 


CASH VALUE OF NATIONAL WEALTH 


The “New York Times” in a recent 
editorial comments on the notable dis- 
crepancy between the national wealth 
and the annual income of this country 
when tested by the normal ratio between 
capital and dividends. If we take the 
$25,000,000,000 of income reported for 
income tax in 1925 as a 5 percent return 
on an investment and “capitalize” it, 
reads the editorial, we get a national 
wealth of $500,000,000,000 instead of the 
usual estimate of $400,000,000,000 more 
or less. But the difference is much 
greater than this, for income taxes in 
1925 were paid by only 2,400,000 persons 
out of more than 40,000,000 gainfully 
employed. Estimates of the total annual 
income range from 75 to 90 billions. If 
the smaller sum is capitalized at 5 per- 
cent, the result is 1,500 billions. 

If, as recently estimated, the “cash 
value” of a child of 15 in the United 
States is $25,000, that being the differ- 
ence between the wealth he may be 
expected to produce during his life ex- 
pectancy and the wealth he will con- 
sume, and if that value holds for the 
individual up to age 25, there are now in 
this country 60,000,000 individuals each 
“worth” $25,000, representing a national 
wealth of 1,500 billions, a figure remark- 
ably similar to that obtained above by 
another method of calculation. But cen- 
sus statisticians, in measuring national 
wealth, count only what they can see— 
land and buildings, implements and ma- 
chinery, crops in being, railroads, canals, 
motor cars, manufactured articles in be- 
ing, etc. Earning power, particularly 
man power, is not taken into account. 
“Perhaps the insurance actuaries and the 
poets have the truer conception of 
national wealth,” concludes the editorial, 
“when they speak of the ‘cash value’ of 
brains and brawn as the 
a nation.” 
> - a 


WANTS QUESTIONS ASKED 


life or sing 


of 
wealth of 


true 


‘as 


“As soon as you get 
questions, he is interested,” 


Frederick A. Wallis 


nan asking 
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CHANGES MADE BY THE LIFE COMPANIES 
SINCE THE LAST BOOKS WERE PUBLISHED 











i Maes R. SMITH of Cincinnati, 
statistician of THe Nationat UN- 
DERWRITER, has given the main changes 
in life insurance companies since the 
last edition of the Little Gem chart and 
the Unique Manual Digest. In previous 
issues of this paper some of the com- 
panies have been listed. Others follow: 

Eureka-Maryland—Added old age en- 


dowments maturing at ages 60, 65, 70. 
Insur- 


Began issuing child's policies. 
ance on lives of children is issued on 
the regular life and endowment forms. 


Rates and values below age 15 are the 

same as for that age, but death benefits 

are graded from $250 at age 1 to full 

face amount at age 8. 
x * * 

Farmers & Bankers—On Feb. 1, 
this company began to pay 
terest on funds left with the 
The present interest rate is 4.5 percent. 
Non-medical plan adopted in April, 1926. 
Entered Maine and West Virginia. 


* * * 

Farmers & Traders—New disability 
rates now in process of calculation. Pre- 
miums adjusted at younger ages on or- 
dinary 15 and 20 payment life forms. 

eae 

Farmers Life, Colo.—Discontinued spe- 
cial three-in-one policy which had sev- 
eral conversion options at end of fifth 
year. 

* * * 

Farmers National—Added child's poli- 
cies on limited payment life plans. Also 
semi-endowments at age 75 on both con- 
tinuous premiums and limited payment 
plans. 

* * * 

Farmers Union Matual—Added income 
disability clause. Entered Arkansas, 
North Dakota, Minnesota and Texas. 

*x* * * 

Federal Life, 11.—Dividends for 1927 
are about 10 percent greater than the 
1926 scale. Discontinued restriction re- 
garding illegal dct within two years. 

x * * 
Union—Added endowments 

ages 17 to 20. Allowed 5 
funds left with the 


Federal 
maturing at 
percent interest on 


company under settlement options. 
* * * 
Fidelity Mutual—Increased disability 


rates Dividend year begins April 1, but 
1927 dividends will be the same as the 
1926 scale. This company has made divi- 
dend increases each year since 1920 ex- 
cept in 1925 and the present year. 


* * 
Franklin Life—A line of child's endow- 


ments and life policies was added during 
the past year. 
* * * 

Gem City—Began issuing participating 
insurance. Added economic whole life 
which reduces the amount of insurance 
after age 60. 

. & = 

George Washington—Double indemnity 
clause revised to provide coverage after 
premium-paying period on limited pay- 
ment forms. Premium adjusted accord- 
ingly. Disability premiums for standard 
risks increased to one and one-half times 
those for preferred risks. Special dis- 





1927, | 
excess in- | 
company. | 


| 
' 


ability clause gotten up for women. This 
clause is not operative if disability oc- 
curs after 55. New monthly income en- 
dowments. 

*x* * * 

Girard Life — No material changes 
since new participating premiums were 
adopted Jan. 1, 1926; 1927 dividends same 
as 1926 scale. 

* * * 
American—Enteéred Arkansas 
Formerly operated in 


Great 
and Colorado. 
Kansas only. 

» @ © 
Northern— Began 
policies, 


issuing 
both life 


Great 
line of juvenile 
endowments. 


and 


*x* * 

Great Republic—Published 
book containing increased 
rates and new form of contract, 
ideal savings. Decreased double 
nity rate from $2.40 per $1,000 to $2. 

*x* * * 

Great Southern — Child's educational 
endowments, child's 20-year endowment 
and special protection policy are the new 
forms gotten out recently. Special pro- 
tection has special paid-up options at 
age 60 if issued prior to age 32 and later 
if issued after that age. 

x *x * 

Great-West—Children’s policies adopted 
latter part of 1926 and disability pre- 
miums increased Jan. 1, 1927. A very 
material increase in dividends was made 
for 1927. 


new 
disability 
called 


*x* * * 
Great Western—New select risk whole 
life to be issued in multiples of $2,500 


| only. 


* * * 
Guaranty Life, Ia.—Issued several new 
forms of children’s policies and recalled 
the old form. 





se ¢ ®@ 
Guardian, N. Y¥.—Dividends for 1927 
same as 1926. No other changes except 
addition of monthly premium. 
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CE BY STATES 








Business issued in 1926 and amount in force 








December 31, 1926, in various commonwealths 









































7; New 
i] | Business In Force 
ARKANSAS | | International, Mo 1,352,330 4,691,557 
| |} Interstate L. & A..Ord 14,000 28,750 
— | Interstate L. & A...Ind 689,569 44,521 
— -_ “| Inter Southern : 707,998 
New Jefferson Standard 15,68 
Business In Force John Hancock ....Ord 1,221,656 
Mutu : 89.000 644.500 | John Hancock . G 58 000 
Ord. 15,2 3.519523 | John Hancock.. Ind 53¢ 
G 9 167.250 | Liberty Okla 134,000 
Centra Ind 2595.6123 | Home, N. Y 4,273.98 
‘ “ . L 446.000 ! Kansas Life $59,000 
‘ x Ord ek 200 Kansas City Life 1.002,449 
r Nat x Ind 4.0 199% Liberty Kat l¢ 000 
r N 4 M 4.036 I 1.808 65 
0 Line, Ne 65.000 1.j ‘ O50 
; 1! I e 1,0 ‘ 
} Y Nat ‘ 1 ‘ la 20.076 
j ’ Ite 1 ‘ 6.44 40! O45 
fen's s ‘ 76.129 648 609 31% 
Kar 4 424 ) ! 41,10 
‘ ! 90,98 9 O48 ‘ 1,637,649 
‘ M oor } 696 1,542.04 
‘ j ler ‘ 071 ( 4 918.000 
‘ nor Ky "4.50 06.000 1 104,829 
‘ ? th rk : if “Te 1497 ‘ 
(or Mo ord 411,93 ¢ 452 e4.07¢ 
for 5] G ‘ “ on 
‘ P 4 1847 985 1,76 4 
sery ive \ Va 82 9 1,734,135 ( On 
1 i ¢ Ari 460 50 “oO 14 
Ka ’ ‘ y Ord 4 99 962 5546.66 ‘ 4% 941 
F table, N. ¥ G 176,419 868,302 x00 66% 
Par » & Hankers 639.46 1,466 ‘ 1,314,500 
Farn t Mut. Ja f ‘ 166,520 
Vedder I 1 6 1.141.344 *1.9°9 
! ty Mutu Pa 243,706 94.62% iv KSS 
‘ ‘ ricar Kar 18 0060 148.906 1 1,421,011 
( t ra Tex 448,480 1,673,841 4 6.629 
‘5 Key ‘ ‘ 960.450 4 420 AHO 196 
' ' a a 1,746,628 9,764.74 144.500 
eon rk Ord. 10016152 24,244.94 48169 
lion rk G 186 600 g2e.200' y $686.14 
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New 
Business In Force 
re 479,500 772,500 
a 9 ~ eepeeeges. 373,279  2,382'762 
8g ag i eeedee 203,500 293,161 
Pioneer Reserve, Ark. 1,640,000 1,630,000 
Provident, Tenn. see 31,50 240.000 
Pyramid, Ark. ......... 4,431,000 5,277,000 
Re-insurance, Iowa .... 3,783,913 3,783,913 
Reliable L.&A., Mo..Ind. 1,427,814 683,086 
Re 971,785 6,886,699 
Reserve Loan, Ind...... 550,328 2,989,014 
Rockford, Ill. ......... 35,500 5.500 
Royal Union, Ia....... 123,000 123,568 
Security Mutual, N. : 785.941 
Security, Va. .. x 7.448.070 
Springfield, Mo. "626.460 
Te ae 4,150,119 
Supreme L.&A., 434,000 
BOUONEE § ccvccecce 3 713.484 
BURVEED  cxeciseccsd "629,300 
Union, Ark. ......... 5.427.364 
Union Central ::......: 26,735,605 
Volunteer State, Tenn... 40,423 607.469 
Wash. Fidel, Nat..Ord. 5,250 8.500 
Wash. Fidel. Nat...Ind 182,222 113.786 
! IOWA 
ut _ — _ i 
New 
Business In Force 
Guarantee Fund, Neb... 2,046,000 5 
Illinois Bankers ....... 968.910 Eons. ass 
Nat. Life Assn......... 1,160,500 9,460,150 
—— 
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Indianapolis 
Lafayette 
Peoples ...... 
Public Savings 
Keserve Loan 
Empire L. & 4 
Abraham Lincoln, | 
Aetna Life 
Amer. 


Mich. 
Amer. Reinsur., 
Sankers Res., 

Bus. Men's Assur... 
Central, Ill. . 
Chicago Nat! 

‘olumbia, Ohio 
folumbus Mut., 
‘olumbian Nat., 


‘onn 
‘ontinental, Mo. 
‘ontinental, Il 
Equitable, 

Eureka, Md 


{ 

‘ 

‘ 

Commonwealth, 
‘ . 

‘ 

‘ 


New 
Business 


In Force 
--$ 6,141,170 5 
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Federal, Ill. ....... Ord 

Federal, Ill, . ...-Ind 

Federal Union, Ohio... 

Franklin, EES 

Great Northern ........ 

Gt. Western, Ia.... 

Guardian, N, Y.... 

i... -& eeereeete 

International, Mo. ..... 

Inter-Southern Ord 

Inter-Southern .G 

Kansas City ...... sence 

Kentucky Central...Ind 

Life of Virginia........ 

Manhattan, N Peeenw a 

Mass, Protection eee 

Merchants, Iowa ° 

Michigan Mut, . eee 

Midiand Mut., O...... 

Missouri State ..... Ord 

Missouri State ....... G 

Monarch, Mass. ....... 

Morris Plan, N. Y. 

Natl., U. 8S. A., T.. 

Natl. L. & A., Tenn.Ord 

Nat. lL. & A., Tenn..Ind 

N. American, Il sees 

Ohio State . 

Pacific Mutual 

Pan-American 

Peoples Life, Ii 

Peoria Life, Bil... cccce 

Philadelphia ‘ 

Provident L.&A., Tenn 

Reins. Life, lowa 

Reliance Ira 

Kockford, Il 

Security, 

Southland Tex 

Sun, Canada 

lraveler Ord 

Travelers G 

Union Central 

United States, N. ¥ 056,427 

Volunteer State Tenn 240,010 

Wash. Fidelity Nat.Ord 

Wash. Fidelity Nat.Ind 

West. & Southern. .Ord 

West. & Southern Ind 

Western Union, Wash 

wi National . 

Acacia Mutual 

Hankers, lowa 

Berkshire Ma 

Central lowa 

‘‘onn. Mutual 

Equitable N Y Ord 

Equitable, N, ¥ G 

Fidelity Mut l'a 

Home, N 

lohn Haneoet Ord 

John Hancock Gq 

lohn Hancock, Ind 

Mass. Mutual 

Metropolitan Ord, Tf 

Metropolitan G 

Metropolitan Ind 

Minn Mutual 

Mutual Henefit 

Mutual Haltimore,.Ord 

Mutual Baltimore Ind 4,7 f 72,9 

ined = K.R72. 2 62,521 

Nat nal. Vt 750 8,744.0 
England Mut 400,866 IR, AKO, 446 

. York Life 11,325,656 70,864,174 

Nort! tern Mut 1,842,900 92,123,608 

Northw tern Nat 161,722 875.4 

enn Mutual 4,288,102 27,706,291 

Phoenix Mutual 1,060,018 11,278, 44" 

Provident Mutual 1,146,991 10,271,940 

Prudential Ord 4.624.266 118,801,910 

Prudential Gi. 6,662,106 12,22h,3 

Prudential Ind. 63,947,766 212,881,839 
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| LLINOIS LIFE INSURANCE Co 


Aetna Lift seecee 
American Bankers, Lll.. 














American Central, Ind 
Home, Kan.. 
ole 
Mich . | 
Reins., Tex 
Nat., Mo ! 
American Nat., Tex 
. ere ae | The Ideal 


Atlanta, Ga 

Atlas Life, Okla 
sankers, 
sankers, 
sjankers 


} 
I 
I 
Bankers 
I 
I 
I 


Agency Officer 


HE ideal agency officer is ome whe knows his 
| company from the ground up—thoroughly knows 
and has confidence in his superior and fellow 
officers, and having this information and this mtimate 





ank Savings, Kan 
terkshire, Mass 


sus. Men's Assurance 





Capitol, Colo 






































rine — : 215,18 i acquaintance is willing to stand by that company and 
‘ alae an one b on “ 
Centra ill ’ ~ those officers just as loyally and steadfastly as t! ough 
Central Stats M 454.8 ] he himself was personally and solely responsible tor 
Central West, Kar 697 } every existing condition and every action taken 
Chicago Nation: ’ ) ‘ 
Columbi = 2 at. Mas 1.015.867 He must be a sincere man, a man who in his dea!- 
‘ imbus Mut., Ohi 5 f ings with agents has the ring of sincerity and fair 
Conn, General 218 75,2 1 dealing, favor to all and unequal! oppor 
Conn. Mutual ... 2,356,655 10,308,124 | tunities 
entinental, i. 15,603 5,005 | 2 appreciative of the difficulties 
sf ~ 1 H which « f : I man behind the rate-book, and 
7 , , from th ll is own practical experier and 
a 621 yi knowledge be able | ly and i n 
6,710.¢ 609 telligently petty 
2,013, S8¢ ,Ss4 iH problems ut 
‘ i .458 i im an activ 
) 016.500 HiT 
: "9387 a ott n of quick and positive decisions 
2 676.099 
x 78 I ise once given must be as binding 
’ ; 162.548 t to writing 
++ e-+4 \ acquainted, but not grossly 
‘ 14 fal \ 
l | 9 ‘ . 
11 “ott Ses. | I \ t ig enough to frankly acknowledge such 
ofl 42,261 HT . : s h may make, to take upon s own 
| ‘ me for an agent's 


temperamentally as 















































s 85: | 
Os 41 30 i with the thousand 
; : i, Loo tT troubles of the men 
1,526 11,815.68 | 
4 , an 
1 S 11,4 l i 
- St 74 > >. 4 
| ‘ l I 
28 149 | i 
| Na ( ‘ 17.4 Hi 
Natic i ty M SON 456 ‘ \ 
N onal 1 & A 2,1s4 2 4,1 ) | 
N nal, V ‘ 7 469 \ 
Na ea ae 2 si sti 
Nat 7 Re K ‘ S S28 444 ih 
Nit S iN ‘ ; iW 
\ Er Mu | l 54 \ 
Ne I 6,482.2 45,191,904 | fj 
Ni r i ‘ 2,¢21,84 Hf] 
N N Ne 1% uA 1,495,959 
N n, N 41 I 
N r Mut s 48.108 s iH 
Ne rn N i ' ge | 
Old « , I < SF | 
: ear Hess? | 
Kansas City i 119% 1,382,1 i 
Kansas Lif 4 $8 13,608,719 | ff 
LaFave It ‘ 4 t 
Liberty, Kar 1,8 . = 7 H 
1 n Lit Ne ) 1, 5¢ i 
Lin n Nat Ind 1 6.969 2,8.0,654 
Manhattan, N. Y 10,000 164,616 | Ff 
Manhattan Mu Kan 1,37 ) 6,126,377 M 
Mass, Mutua 1.936.276 11,.919.996 i 
Mass. Protect 94.500 186,500 | ff 
Merchants, lowa J , 4,289 i 
Metropolitan 24,257,.5 s: 721 i 
Midland, Mo 201,968 9,881,124 \ 
Midwest, Net ‘ 61 9 r 
Minn. Mutua 1,1 3,517,179 
fissouri Ins. < 8. 37F 47.84 4 
Mi | 56.85 ‘ 6 66F t 
Monarch, ) 798 ) q 
Old 1.088 1.68 ‘ } 
On 49°81 ’ i 
i 1 S°1.1 699 SR (| 
{ 1 {8.234 10, 718,8 1 
Peo I 2.851 ‘ 1 449 i 
Vhoenix Mutu at 
rovident Mutua 61: 4,781,958 i e e e 
Prudential 18 S 65,870,520 / 
Reinst e. I i 128 $0,548 " 
Rell I is 4,343.21 ; 2 
Res : 1 if 126,44" iy = 
— ten? CHICAGO 
, , 14ac4 ier 15.6 . | 4 a4 , 
Re M ‘ , 65.624 
Ne 478.18 1 r 
1s ol , , . , 
‘ ‘ ‘9 ‘ti J mes VY Vrevens. Founder 
‘ nN. ¥ 18 1 1 4.341 : © PICO, U Ge 
Springfield, Ill 641,88 s il 
tate Life, Ind S24 $1,828 
ivelers 51,4 17.84 6] yi >| ° ° \ 
i Sher ME Greatest Illinois Company 
tnion Mutual, M l so { ¥ S Ss p y 
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Advancement 
Independence 


More $$$ $ 


Desirable agency opportunities and territory 
NOW avaliable in IOWA, ILLINOIS, 
MISSOURI, KANSAS and NEBRASKA 


A REAL OPPORTUNITY 
WORTHWHILE 


IF 


YOUR REFERENCES AND 
QUALIFICATIONS ARE 
SATISFACTORY 


Replies Strictly Confidential 


MERCHANTS LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 





F. A. FERGUSON 
Agency Vice-President 


WILLIAM A. WATTS 
President 

















' New Increased Dividend Scale 
Effective January 1, 1927 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
BOSTON, MASS. 


<< ee ee ee ee ee ee se 
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This Company is now in the very Forefront on Low Net Cost 
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MONTHLY PREMIUM PLAN 
IS FOUND SUCCESSFUL 


METROPOLITAN’S 
Approximately $250,000,000 in force in 
Less Than Two Years of 
Writing 


GROWTH 





NEW YORK, April 21.—The Metro- 
politan Life now has approximately 
$250,000,000 on its books in ordinary in- 
surance on the monthly premium plan, 
according to an announcement by Haley 
Fiske, president. Ordinary insurance 
for $1,000 or more on the monthly pre- 
mium payment basis has been offered by 
the company since September, 1925. 
Early last November Mr. Fiske an- 
nounced that his company had made ar- 
rangements whereby the holders of 
these ordinary monthly premium poli- 
cies were to have the service of agents 
who will call at their homes or place of 
business to collect the premium. Shortly 
thereafter it was also announced that 
industrial insurance which amounts 
from $500 to $800 has been placed on a 
monthly instead of a weekly basis. 
Thanks to the company’s efficient or- 
ganization, it was said that insurance 
written on the monthly basis could be 
carried at a cost closely approximating 
the standard cost of quarterly premium 
insurance. 

Abandoned by Others 


The monthly premium business ad- 
justs itself to salary allotment or to sal- 
ary budget plans of insurance. As or- 
iginally worked out, these plans have 
not proven as profitable as the com- 
panies hoped. The business was ex- 
pensive because of small policy sizes and 
a heavy loss ratio. The result was that 
some life companies abandoned the plan 
altogether while others discouraged its 
growth by raising the minimum pre- 
mium requirements. 

The Metropolitan Life took advantage 
of its industrial organization to meet 
the problem in a different way, at the 
same time contriving to reduce the cost 
on its large industrial policies. The 
cheapest possible insurance for working 
people that can afford to spend com- 
paratively a small amount at any one 
time has been the avowed goal of the 
company. Little doubt remains as to 
the success of the endeavor in view of 
the mountainous monthly premium busi- 
ness in force which now totals $250,000,- 
000. 


Honor President Olson 


Early in March, it was announced that 
Edwin A. Olson, president of the Mu- 
tual Trust Life, Chicago, had completed 
his term of office as United States dis- 
trict attorney for northern Illinois and 
was back to give the Mutual Trust his 
full time and energy. This announce- 
ment was celebrated by Mutual Trust 
agents throughout the country, by ded- 
icating March as “president’s month.” 
Through their effort was made possi- 
ble the new high record, totaling $3,- 
571,000 production for March, exceeding 
its largest previous record of $3,286,861, 
which was accomplished during anniver- 
sary month in May, 1926. 


McConaghy with Southern States 


Wilmer L. Moore, president of the 
Southern States Life, announces the ap- 
pointment of C. A. McConaghy as actu- 
ary. Mr. McConaghy is from the Conti- 
nental Life of St. Louis. He is a gradu- 
ate of Toronto University, a fellow of 
the Actuarial Society of America, an as- 
sociate of the American Institute of 
Actuaries, and member in the United 
States of the Institute of Actuaries of 
Great Britain. 

His practical experience began with 
the North American Life of Toronto. In 
1920 he came to the United States with 
the Bankers Reserve Life and since 1922 
he has been actuary of the Continental 


Life. 





SOME FEATURES SEEN 
IN ANNUAL FIGURES 


MUTUAL BENEFIT EXHIBIT 
High Lights Found in the Annual State- 
ment Are Brought Out in an 
Analysis 





The Mutual Benefit Life in analyzing 
its annual statement finds a steady in- 
crease in the average face amount of 
a policy. In 1926 it was $5,394 as com- 
pared with $4,654 in 1924 and $4,053 in 
1921. Although the amount insured by 
new policies last year increased by $6,- 
375,313, the number of policies issued 
last year was lower by 2,668 than in 
1925. During the year the number of 
policies not taken by applicants and 
returned for cancellation amounted to 
9.4 percent of the number of new poli- 
cies written. The insurance so can- 
celled amounted to 11.3 percent of the 
new insurance. The Mutual Benefit 
says that it is evident that there is an 
increasing tendency for agents to re- 
quire the issuance of more insurance 
than can be ultimately placed, especially 
in connection with the larger lines. 


Lapse Rate Increases 


The analysis of terminations shows 
that there has been steadily increasing 
lapse rate and it also shows the 1926 
mortality was the heaviest in recent 
years with the exception of 1924. The 
insurance expenses amounted to 86.87 
percent of the loading as compared with 
89.05 in 1925. Last year the net rate 
of interest earned on the mean invested 
assets was 4.93 percent. In 1922, the 
rate was 5.06 percent. There seems to 
have been a slow but steady decline 
since then. The mortality ratio last 
year was 53.44 percent as compared with 
48.61 percent the year before. In 1924 
it was 55.48 percent. The surrender and 
other non-forfeiture values allowed last 
year were 98.94 percent of the reserves 
released on all policies terminating vol- 
untarily. 


NORTHWESTERN MUTUAL 
FIRST QUARTER FIGURES 





Total insurance in force up to March 
31, 1927, for the Northwestern Mutual 
Life amounted to $3,361,199,600, accord- 
ing to the trustees’ report made public 
after the quarterly meeting at the home 
office. The gross assets of the company 
are nearly $745,000,000, a gain of $51,- 
500,000 over a year ago. Investment to- 
tals as of March 31 included $324,000,000 
in mortgage loans; bonds, $273,000,000 
and policy loans of $110,000,000. 

The paid-for business amounted to 
$92,459,722, a decrease of $2,500,000 com- 
pared with the first quarter of 1926, but 
including restorations, and dividend addi- 
tions, the total increased to $95,637,205. 
Death claims, annuities and matured en- 
dowments, expirations, surrenders and 
lapses showed a decrease of $38,280,076, 
which resulted in a net increase of $57,- 
357,129. Dividends paid to policyhold- 
ers amounted to $7,500,000. 


Would Regulate Benefit Unions 


Representative Fekete of East St. 
Louis, Ill, will introduce in the Illinois 
legislature this week two bills applying 
to the regulation and supervision of mu- 
tual unions which are benefit concerns 
that do not come under the jurisdiction 
of the insurance department. House bill 
418 amends the act of 1872 concerning 
corporations and provides for the regu- 
lation of these unions. House bill 419 
provides for the incorporation of mutual 
benefit associations bringing them under 
the jurisdiction of the insurance depart- 
ment. 

House bill 48, the old age pension bill 
in the TIllinois legislature, has been 
amended by striking out the annuity fea- 
ture. It is scheduled to get a roll call 
this week. 
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Tells How He Secured 
145 “‘Apps”’ in a Month 


AURICE C. SALASSA of Char- 

lotte, N. C., secured 145 applica- 
tions last month for the New York Liie. 
This is by no means a record breaker. 
However, it does indicate a strenuous 
piece of work done along very intelli- 
gent lines. The New York Life asked 
Mr. Salassa how he conducted his work. 
Here is what he says: 

“I don’t quite get your idea, old Top, 
when you say, ‘You could not have seen 
personally 145 people, so there must be 
a natural query as to who and what 
these people were!’ Where did you get 
the idea that I couldn’t see 145 people? 
After I get through telling you just 
what I did and the number of people 
] saw, you will understand that your 
reference to the impossibility of seeing 
145 different people in a month sounds 
something like a joke! 

Every Bit of It Personal Work 


“TI want to state further that none of 
my business was on salary savings plan 
or class endowments, etc., or anything 
of that kind, but was purely a personal 
business in which | personally talked to 
the man, sold him the insurance, took 
the application myself, filled out each 
and every application as well as the 
confidential statement, and handled every 
detail of the work by myself. 

“First let me say that 1 was on the 
‘Tenamonth List’ for January and Feb- 
ruary and wrote $211,000 in those 
months, and that I didn’t neglect my 
work in those months, or put in any 
time preparing for my March work. 
The only thing I did do was to get up 
a mailing list, and work up a little cir- 
cular, so my stenographer could mail 
it on the last day of February, to reach 
my friends and clients on the first day 
of March. 


How He Did It 


“On the last day of February I sent 
out to a select mailing list 600 circulars 
announcing my intention of writing 
more applications in March than had 
ever been written in the southern de- 
partment. I also sent out 25 letters on 
this day to prospects, telling them that 
I would call on them on March 1. From 
that time on each day I dictated from 
10 to 20 personal letters to my pros- 
pects, reminding them that I had sent 
them the circular, again calling their at- 
tention to what I was trying to do, and 
telling them that I would call on them 
within the next two days 

“I kept this scheme up throughout the 
month and found that it worked very 
well, because they knew what I was 
trying to do through the circular, the 
personal letter again called their atten- 
tion to it and more or less prepared 
them for the conference that I would 
have with them. 


Made as High as 26 Calls in One Day 


“That is, I worked from 8 in the 
morning until 10 at night. On other 
days I made as many as 12 to 16 calls. 
On at least 10 different days I made as 
many as three calls after supper, and 
I found this to be a good time to call 
on a family when you are trying to in- 
sure the boy or girl of the family. I re- 
call that on one day I got four appli- 
cations after supper. I got as many as 
16 applications in one day. The last 
day of the campaign I got 14. I want 
to state that each and every person was 
sold only after a complete presentation 
of the subject of life insurance. There 
was no effort to push anything over on 
my clients and friends, but I carefully 
and persistently drove the idea home of 
more protection. There was nothing 
spectacular in the undertaking. I see 
no reason why it could not be done 
again and be done by almost any agent 
who is willing to take himself in hand, 
organize his work, and then make it 
the dominating idea each day for a solid 
month. That is sustained salesmanship. 

“T feel that I could have written quite 
a number more of my prospects, had I 
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Oregon Life lial 
in the Requirements 


of Its Capital Stock 


HE Oregon Life is unique in some 

particulars. For instance, in the 
stock quotations the par value is given 
at $1,000. Many take this to be a mis- 
print. As a matter of fact there are 
only 100 shares of stock in the Oregon 
Life. It is really a guarantee fund. It 
was Originally placed among 81 people. 
This stock is limited to dividends of 7 
percent and no more. All earnings 
above this go to the participating policy- 
holders. General Manager C. S. Sam- 
uel of the company states that due to 
this arrangement, the Oregon Life, 
while a stock company, is really operat- 
ing on the mutual plan. Its articles of 
incorporation provide that no one per- 
son shall be permitted to subscribe for, 
or at any time, own or hold more than 
two shares of the capital stock. This 
provision was made so that it would be 
impossible at any time for an individual 
or a small group to get control of the 
company. General Manager Samuel 
states that this plan has worked out in 
a very satisfactory manner No one 
now has more than two shares 





not had to give so much of my time 
to getting these cases examined. I would 
say that I put in one-third of my time 
getting the cases completed, as_ the 
weather was very bad during the month 
of March, and only the strongest kind 
of persuasion would induce people to 
leave comfortable home and offices and 
go through snow and rain to be exam- 
ined for life insurance. Two of my cases 
were for $500; 100 were for $1,000; 33 
between that and $5,000; eight between 

$5,000 and $35,000: one was for $90,000, 
and one was for $200,000. 


Saw All Sorts of People 


“IT would say likewise that my clients 
vary, as I had everything including 
school teachers, nurses, stenographers, 
mechanics, bookkeepers, salesmen, hotel 
clerks, bankers, real estate salesmen, 
dentists, doctors, automobile salesmen, 
housewives, school boys and girls, bond 
salesmen, cotton brokers, department 
store merchants, and mail carriers. Thus 
you see that this was a cross section of 
society. I feel reasonably sure that the 
additional policies I have ordered will 
run up this month’s work from $661,000 
to about $750,000. 

“It was a great experience and one 
which sharpened the edge of my work- 
ing tools of salesmanship and left me 
a stronger, more competent and better 
fortified Nylic representative with even 
more confidence in my future in this 
great business with our company.” 


Form Anniversary Club 


March was Honor Roll Month for the 
Gem City Life of Datton, O., and the 
agents who made the honor roll were 
entertained with a banquet last week. 

At the banquet the Anniversary Club 
was organized and conditions for obtain- 
ing membership were outlined. Paul 
Brennan of Cleveland, who led in pro- 
duction, was elected president; R. V 
Woodruff of Findlay, O., who ranked 
second, vice-president, and L. S. Trout 
of the home office agency, secretary. 
The club will be the nucleus of all fu- 
ture entertainments for agents of the 
company. 


Equitable of Iowa Sets Record 


All Equitable Life of Iowa production 
records were broken in new examined, 
approved and paid for totals in March 
which was celebrated for the seventh 
consecutive vear in honor of President 
Henry S. Nollen. A new company 
record was established in written and 
examined business for a single month 
when $11,263,881 was reported \ new 
approved record of $10,569,680 was es- 
tablished. The first month in excess of 
$10,000,000 paid-for production was ex- 
perienced last month and a total produc- 
tion of $10,042,437 was recorded 





CALIFORNIA STATE LIFE 


SACRAMENTO 
J. Roy Kruse 


President 
DECEMBER 31, 1926 
ADMITTED ASSETS 
Real Estate—Home Office Building 
All other Real Estate 
First Mortgage Loans—Secured by real estate appraised 
at over $10,000,000 
Policyholders’ Obligations—Loans and lien notes to ac- 
commodate individual policyholders, secured by cash 
values of their policies 
Cash on Hand and in Banks—Over 60% drawing interest 
Bonds—Government, Municipal and Public Utility 
Interest Due and Accrued— Mortgage loans and bonds.. 


Premiums in Course of Collection—Secured by legal re- 
serves—All other assets 


128,378.54 
437,321.84 
$10,220,766.76 


LIABILITIES 


Net Reserve—Set aside to meet insurance obligations as 
they may fall due by death or maturity of policies 
amounting to 

Deferred Payments— Moneys held at interest for future 
payment to beneficiaries under deferred payment 
contracts 

Claims Reported—Cash set aside to pay claims which 
have been reported but of which proofs have not 
been received 

Premiums and Interest Paid in Advance and Accounts 
Accrued 

Taxes for 1926—Reserve to cover taxes payable during 
current year 

Reserves for Depreciation of Home Office Building and 
for Fluctuation in Value of Securities 

All Other Liabilities 

Capital Stock 

Unassigned Funds—Surplus 

Policyholders’ Surplus—Al! of which forms a fund for 
additional protection of policyholders 


$ 8,615,708.36 


Admitted Assets, Over 10 Millions 


Insurance in Force, Over 70 Millions 
Agency openings for responsible men in 
vada, Arizona, Texas & Oklahoma 


Address 
M. F. Branch, Manager of Agencies, Sacramento 


California, Oregon, Utah, Ne 














Life Insurance in Force 
December 31, 1926 
(Ordinary and Industrial) 


$383,578,015.00 
Surplus Security to Policyholders 
$3,874,514.37 


Conservative Progress Every Year. Operating 
From Coast to Coast, Canada to the Gulf, 
Cuba and Hawaiian Islands. 


AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


W. L. Moody, Jr., 
President 


Shearn Moody, 
Vice-President 


WwW. J. Seew, 
Secretary 
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WHICH IS THE LOWEST 
COST COMPANY? 


Perhaps no company can claim to have the Lowest Cost 
on all form of policies at all ages and for all durations, but 
the net cost of our “SPECIAL FIVE” is very unusual. 
Compare our cost on this policy with that of Government 
Insurance or with that of the lowest cost company you 
know of. 


The Prefered Risk $5,000.00 Special 


Ordinary Life, $5,000, Age 35, Premium $106.50. Dividend first 
year $17.25 (contingent upon payment of second premium). Net Cost 
First Year $89.25 or $17.85 per thousand! 

HOW DOES THIS STRIKE YOU? IT IS GOING OVER BIG! 

PERFECTED ENDOWMENTS return the savings in addition 


to the face of the policy at death. The forfeiture of the excess pre- 
miums over the ordinary life premiums is avoided. 


CHILD’ ENDOWMENTS issued from Age One Week up, with 
Waiver of Premium Benefits, if the parent dies. 


REGULAR POLICIES ISSUED FROM AGE 10 YEARS UP. 


The improved GOLDEN RULE AGENT’S CONTRACT gives— 


UNRESTRICTED TERRITORY 
AUTOMATIC PROMOTION 
VESTED RENEWALS 


Everything any reasonable man could want is yours for the 
asking if you are the right kind of man. 


The Columbus Mutual Life 


Insurance Company 
580 E. Broad Street, Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 


























THEIR OPPORTUNITIES— 


are the Company’s Opportunities 


The more business realized by agents from their opportunities, the larger 
the company’s profits. No, this basic fact is hardly “news”—but company 
v it. That’s why 





executives are always on the look-out for means to prot 


many find 
ZELL’S | 
VALUABLE PAPERS WALLET | 


Com- 
equipping their agents with this handsome and useful novelty, do them 
a favor. 


a most effective help to link up good will between agents and insured. 
panies 


A very real service is rendered—at little or no cost to the company. 


rhis is"made possible by the adoption of any one of our special plans, now 


widely by is 


Their 


used and endorsed many leading companies. success 





certified by hundreds of unsolicited testimonials, 






Write for these plans 
and samples—NOW! 








This attractive gift is 
embossed to give 
Spanish Mission effect. 
It will outlast leather 






Let your 
agents begin 


“mopping up” at once, 
si ” A perpetual “ad” for agent. His 
with these high- test name prominently displayed on in 
business producers! ide cover Must be seen each time 
wallet is opened 


Division of 536 Broadway 


Insurance Supplice DAVID H. ZELL, Inc. New Yoru cy. X. ¥. 
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| days. 


EASTERN AGENTS ARE TO 
MEET AT WHITE SULPHUR 


FIRST ZONE MEETING IS SET 


Northwestern Mutual Life Has Interest- 
ing Three-Day Program Ar- 
ranged for Conference 


MILWAUKEE, April 21.—The first 
zone conference to be held by North- 
western Mutual Life this year will get 
under way April 27 at White Sulphur 
Springs, W. Va., to continue for three 
t will be for the eastern zone of 
Home office representa- 


the company. 


| tives scheduled to take part in the pro- 


| Chapman, 


| York the company’s 


Cleary, vice president; 
superintendent of 
Ray 


of 


am are M. J. 
H. Parsons, 
John J. Hughes and W. 

assistant superintendents 


gT 
Charles 
agents; 


agents. 
Cc. H. Parsons Scheduled First 


Discussion the first day will center 
around the policy of the company in 
conducting its life insurance business in 
accordance with the “creed.” Mr. Par- 
will open the discussion showing 
what the “creed” means from the home 
office viewpoint. George Paul Roberts 
of Goldsbury & Roberts, general agents 
at Pittsburgh, and Herb E. Crouch of 
Suffalo will take the floor for the gen- 
eral agents, giving their views on the 
company’s method of doing business. 
Mr. Hughes and Mr. Chapman will take 
up the discussion and Mr. Cleary will 
close the session. 

Ralph M. Hamburger of 
& Kaufmann, general agents at Minne- 
apolis, is to conduct a clinic the ond 
day on agency building, which will be a 
well-rounded discussion on this phase 
gathered from his own experience and 
that of many other general agents of the 
company. 

Holcombe Speaks on Third Day 


sons 


Hamburger 


Sec 


John Marshall Holcombe, Jr., man- 
ager of the Life Insurance Sales Re- 
search Bureau, Hartford, has charge ot 


the third day’s meeting which will also 
be a clinic and during which he will talk 
and the best plans 


on agency building 
which have been worked out by other 
companies operating on the general 
agency system. 

The eastern meeting is in charge ot 
Herbert L. Smith, general agent at Har- 
risburg, Pa., who will act as general 


chairman. 

The mid west meeting is scheduled 
to take _ oy in Chicago, May 11-13, and 
the last conference will be that for west- 
Colo., 








ern agents, at Colorado Springs, 
on May 16-18. 
Agents Play “Policy Golf” 
In honor of Vice-President T. Louis 
Hansen of the Guardian Life of New 


field men are this 


| month staging a drive for new business 


| or 


that is based somewhat on the technique 
of golf. The slogan is “Go Golfing 
for April Applications.” The applica- 
tion is the golf ball and the home office 
is the cup. 

Eighteen holes will be played during 
the month. Should an agent secure no 
applications on the day or days on 
which a hole is scheduled, he scores 
seven on that hole. A graduated system 
scoring enables a player to cut this 
figure to somewhere between five and 
one 

The low scorer for the full round will 
be proclaimed Open Champion. He and 
the second and third low men will make 
with Mr. Han- 


up a golfing foursome 
sen at the convention of Guardian field 
men to be held in Chicago next August 


R. E. DeMaris 


Ralph FE. DeMaris has been appointed 


Des Moines general agent of the 
Columbian National Life. He was for 
merly general agent for the Guardian 
Life 
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TAX. RULING ANNOUNCED 
ON ENDOWMENT POLICY 


PREMIUMS NOT DEDUCTIBLE 


Decision by Board of Tax Appeals on 
Group Insurance Case—Unusual 
Policy Terms 


In what appears to be a group insur- 
ance case, the board of tax appeals has 
held that a premium paid by a corpora- 
tion for endowment insurance are not 
deductible for income tax purposes. The 
Omaha Elevator Company in 1918 paid 
out $1,995 for premiums on endowment 
insurance which covered the lives of its 
officers and employes. The policies pro- 
vide that the elevator company is the 
beneficiary. However, a special agree- 
ment was entered into between the ele- 

vator company and its officers and em- 
ployes binding the elevator company to 
pay over the proceeds of the policies to 
the beneficiaries named by the insured. 
Section 215-(D) of the revenue act of 
1918 forbade the deduction of premiums 
on policies when the taxpayer is directly 
or indirectly beneficiary under the policy. 
The board of tax appeals points out that 


the elevator company could discharge 
any employe and the company could 
continue the policy on the life of such 


officer or employe until it had fully ma- 
tured as an endowment. This brought 
the life insurance premium within the 
conditions of section 215-(d). 


CALDWELL IS NEW HEAD 


OF THE COMMISSIONERS 
MONTGOMERY, ALA., April 21.— 
Superintendent of Insurance Frank N 
Julian of this state, who is chairman of 
the executive committee of the National 
Convention of Insurance Commissioners, 
announced this week that as a result of 
the poll of the committee for president 
in view of the resignation of Judge 
Harry L. Conn of Ohio, seven out of 
a possible ten voted to advance Super- 
intendent of Insurance Albert S. Cald- 
well of Tennessee who is first vice-presi- 
dent. There is one state yet to hear from. 
This puts Superintendent Caldwell there- 
fore as the executive head of the associa- 


tion. In view of his election no action 
will be taken as to other vacancies until 
the insurance commissioners meet in 


Richmond, Va., 


the week of May 2 





Hearing on Assessment Bill 


The Illinois house insurance commit 
tee held a meeting last week and re 
ferred House Bill 369, relating to the 
incorporation and regulation of assess 
ment life companies to a subcommittec 
which met this week in Chicago. 
Representatives of the various assess- 
ment companies in Illinois were in at- 
tendance before the house insurance 
committee at Springfield last week. The 
insurance committee of the _ Illinois 
senate has hold no meetings whatever 
during this session. 





Inter Mountain Life 
The Life of Salt 
issuance of a 
policy. It i 
Te during the 


Inter Mountain 
Lake City announces the 
new child’s endowment 
on the 20-payment plan. 
premium paying period the parent or 
guardian termed the “recognized appli- 
cant,” dies or become permanently dis- 
abled before the age of 60 the policy 
is carried in full force. 


1s 


Changes in Lincoln National Life 


Richard B. Evans has resigned as 
supervisor and assistant to the 
manager of the personnel and planning 
department of the Lincoln National Liie 
to become assistant secretary and treas 
urer of the Dictaphone Corporation of 
Bridgeport, Conn. Frank S. Rauzer, at 
resent purchasing agent, will succeed 
Mr Evans 


service 
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SOME METHODS EMPLOYED BY SUCCESSFUL | 


INSURANCE SALESMAN 














LBERT HOPKINS of the J. El- 
A liott Hall agency of the Penn Mu- 
tual in New York City, a master of | 
soliciting who has an average per- | 
sonal production record of $1,500,000 | 
annually since first entering the life in- | 
surance business about three years ago, | 
spoke on the problems of prospecting, | 
the pre-approach and the approach be- | 
fore a meeting of the educational course 
being conducted by the John C. Mc-| 
Namara agency of the Guardian Life in | 
that city. 

How Hopkins Got Interested 


In describing how he happened to| 
enter the life insurance business, Mr. 
Hopkins said that in his previous work 
with a trust company he had seen so 
many women who wanted to cash in 
Liberty bonds to take stock with their 
brother-in-law or buy oil shares that | 
he became absolutely convinced the av- 
erage woman was not fitted either by 
temperament or training to handle in- 
vestments. At about the same time he 
met J. Elliott Hall, who in selling him 
more policies explained how life in- 
surance can be used to provide the safest 
and steadiest of incomes. He then de- 
cided to sell life insurance in terms of 
income. Provided with some schooling 
and a rate book, he started out in fear 
and trembling to do cold canvassing. 


Decries Cold Canvass 


“IT continued to cold canvass for three 
days but I never got any business and | 
never will that way. Some men can do | 
it with great success. But to my mind 
it is an inefficient way of doing busi- 
ness. I am fairly, well convinced that 
90 percent of any man’s success in the 
business depends upon his success in 
getting names, which are easy to get 
but more difficult to use properly. 

“IT never go to see a man without 
knowing all about him. I have an in- 
troduction to him and find out as nearly 
as I can about his age and situation. 
Having that information, I then go to 
see him with a rather definite idea of 
what I am going to talk to him about— 
whether it is to be protection of his 
family, inheritance tax insurance, educa- 
tional insurance or business insurance. 

Work on First Interview 


“On smaller cases up to $25,000 I al- 
ways try on my first interview to get 
a concrete proposition down on paper 
before the man to give him something 
to which he can say yes. On larger 
cases I never try to present the propo- 
sition at the first interview. I merely 
try to get acquainted, learn his hobbies, 
discover anything I can about his in- 
surance situation. Then I attempt to 
make a luncheon appointment with him. 
Clay Hamlin says he never did any busi- | 
ness at lunch. On the contrary, I do} 
most of my business—not at lunch but | 
just afterwards. If I get a man away 
from his desk, telephone and secretary, | 
I find I have a better chance to talk | 
with him. Hamlin also says that he | 
does the bulk of his business after | 

{ 
| 








5 o'clock. I have never done any that 
way, for if I take business home with 
me, I grow stale and I don’t want 
friends to think I mix up business with 
my personal and social affairs. What- | 
ever business I do, I do between 9 a. m. | 
and 5 p. m. 
Inspection References 


“But from Clay Hamlin I got one 
most valuable thing—the inspection ref- 
erence. You know what it is and I use 
it just as he does. I say, ‘Mr. Jones, 
you appreciate that in addition to sat- 
isfying the company as to your physical 
ability, you also have to satisfy them 
as to your financial ability and moral 
standing. Don’t you think it better for 
you to give me the names of some 
friends to give the credit investigation 
company so that you will know who 


the investigating company is going to 
call up?’” 
Mr. McNamara—“What percent of 
your business comes from that source?” 
Mr. Hopkins—“About 90 percent.” 


Introduction Cards 


“Also, I use the introduction cards 
that Clay Hamlin uses. After a man 


| has given me these references, I go back 


to him with the policy and say, ‘You 
probably remember you gave me the 
names of four or five men whom you 
were willing to have questioned about 
your ability to carry this insurance. 
Now, out of these four or five names, 
which two would likely be interested 
in such a proposition as you have taken?’ 
It is human nature for him to give you 
these names, because he has taken in- 
surance and misery loves company. He 
says, ‘Sure—Bill Jones, tell him I sent 
you.’ Then I say, ‘Better than that, I 
have a little card; if you will sign it, 
I will be able to get by his secretary.’ 
After he has signed it, I ask him to 
give me some information about Bill 
Jones so that I can talk to him intel- 
ligently, saying, ‘I don’t want to pry 
into his private affairs, but if he can 
afford $400,000, I don’t want to talk 
$10,000 to him. If he can afford only 
$10,000, I don’t want to talk $400,000 
to him.’ In addition to cards of intro- 
duction and the facts you know about 


| them, you have four or five new names. 


Getting Names from the Unsold 


“If you don’t sell any of them, you 
can often get other names from them. 
Sometimes a man says he would take 
more life insurance if he had the money. 
After I have battled with him and am 
absolutely convinced that he either can’t 
afford it or I can’t sell him, I ask him 
it he is sincere in saying he thinks it 
a good proposition. If he says he is, 
I say, ‘Then, if you have no objections, 
could you give me the names of two 
or three men who might be interested?’ 
For psychological reasons he is very 
likely to give you names because he is 
glad you have admitted defeat so far 
as he is concerned.” 


Make Specific Inquirice 


Question—“How do you make it easy 
for him to give you names?” 

Answer—“Never ask just for names. 
He will say he can’t think of any and 
ask you to come back next week, when 
he will pretend to have forgotten all 
about it. Pick out some specific per- 
son—perhaps in business—perhaps his 
assistant or boss—‘How about the name 
of the fellow you work for? If he 
plays golf, the name of the fellow he 
plays with. Ask him something spe- 
cific.” 

Most Sold on Emotional Basis 
“This question of following other peo- 


| ple’s methods is fine as far as it goes; 


you get a lot of valuable information. 
But every man’s selling should develop 
along the lines of his own personality. 
I try to size up a man when I go in to 
see him and sell him the thing I think 
he should have. With certain people 
you have to pull heart strings, for I am 
thoroughly convinced that 90 percent of 
all insurance sold for protection pur- 
poses is sold on an emotional basis. 
Business insurance and inheritance tax 
insurance, of course, are cold matters of 
dollars and cents. 


Bachelors Good Prospects 


“I sell a lot of bachelors, finding 
bachelors between 25 and 35 rather easy 
to meet. Very few carry any insurance. 
I do not stress protection but compul- 
sory savings. You are out of luck if 
you attempt to appeal to them emo- 
tionally—especially these modern young 
men. A man may say he cannot afford 
it, and I then reduce cost to familiar 
terms. I always say it means giving 


General Agency Opening 
Detroit, Michigan 


A progressive mutual life insurance 
company with over $125,000,000 of business 
in force has an opening in Detroit, Michigan 
for a General Agent who can show a record 
of successful achievement. 


Agency and prospect leads, also active 
actual help in securing and training men 
will be part of the company’s cooperation. 
This necessarily calls for a man of ability. 


Give complete production and organiza- 
tion record past 10 years. Answers will be 
treated strictly confidential. 


Address W. 60 
Care of The National Underwriter 














protect Western business ventures— 
aid in buying homes in the Middle 
West— 


provide an income for the aged and 
the widow— 


educate Western children— 


secure for yourself a real Oppor- 
tunity for Service, Profit and a 
Future 


= the KANSAS LIFE 
Insurance Company. Kansas Life agents co- 
operating with this company are successfully 
showing Western citizens the wisdom of Life 
Insurance as an investment. 
If you reside in Kansas, Nebraska, South Da- 
kota, Arkansas, Oklahoma or Texas and are 
at present unattached, we have an agency con- 
tract that will be of interest to you. Write us 
fully about your qualifications. 


THE 


KANSAS LIFE 


Insurance Company 


of TOPEKA 
KANSAS 
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The Gem City Life 
Insurance Company 


TAKES PRIDE IN THE PROGRESS SHOWN 
DURING THE PAST TEN YEARS. 


Insurance 

Assets In Force 

December 31, 1916. $182,695.00 $2,037,804 

December 31, 1917. $202,541.00 $2,431,131 

December 31, 1918. $243,793.00 $2,576,086 
December 31, 1919. $297,404.00 $3,245,516 L 

December 31, 1920. $371,547.61 $3,922,631 

December 31, 1921. $455,918.00 $5,140,458 


$7,063,414 
$9,320,412 


$663,517.08 


December 31, 1922. 


December 31, 1923. $835,784.21 
December 31, 1924 $965,486.28 $14,412,640 


becemner st, 925. $1,115,110.24 $16,822,656 — 
necomber 1, 925 $1,306,072.34 $20,084,488 


The company is issuing all standard and some special forms of par- 
ticipating and non-participating legal reserve life and endowment in- 
surance, and many forms of group insurance, as well as many attractive 
kinds of accident and health policies. 

The Gem City Life is an ideal organization in which you will find 
all the good things you have been seeking in a company. 

General Agency Openings in West Virginia, Georgia, Alabama, 
Louisiana, Ohio, Michigan and District of Columbia. 


I. A. MORRISSETT, Vice-President 


—— — - = Ne ——_ 
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Openings for the right man 
in Illinois, Indiana, Michigan, 
Maryland, New Jersey, Penn- 
sylvania, Virginia, West 
Virginia, Washington, D. C. 
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up a case of gin or something to that 
effect, and he understands that. 

“On a man under 40, whether he is 
married or not, I use a modified form 
of J. Elliott Hall’s bond talk. The 
appeal is a selfish one, and I find you 
can convince most men that they should 
provide for their old age. Bring them 
into the picture. That is the strength 
of the bond talk. Primarily it is de- 
signed for people whom you don’t know 
and have never been introduced to. One 
of its main purposes is to camouflage 
the fact you are trying to sell life in- 
surance. 

Tears Up Introduction Card 


“I go in to see a man and get by his 
ecretary with the card of introduction. 
When I get in, I reach over—this is 
Clay Hamlin stuff again—and taking 
the card out of his hand tear it up, say 
ing, ‘Mr. Jones, I came in on that card 
to get by your secretary but I don't 
want you to be prejudiced in my favor 
hecause your friend gave it to me. I 
want an unbiased opinion of the propo- 
sition I am going to present to you.’ 
The psychology of that is this—he will 
be prejudiced in your favor because you 
have asked him not to be. I then tell 
him it will take only 10 minutes to pre- 
sent the proposition and ask him when 
it would be most convenient to talk 
with me. Right here I want to make 
the observation that the trouble with 
many life insurance men is that once 
they get in to see a man, they act as 
if they thought they would never be 
able to see him again. If I find a man 
busy, I think it a waste of time to try 
to talk with him. Try to make an 
appointment. If he says he is busy or 
doesn't eat lunch, ask him if your sec- 
retary may call his to make an appoint- 
ment.” 

Getting at Nature of Business 


Question—“‘What if he says, ‘What is 
all this about?’” 

Answer—"I reply, ‘It is a matter I 
do not care to take up with you until 
I can go carefully all the way through 
. 

Question—“Suppose he says, ‘Is it in- 
surance?’” 

Answer—“If he asks me point blank, 
I say, Yes, it is life insurance but it is 
a new form of contract. I would prefer 
not to go into it now. Obviously, this 
is not the time to do it. Don't you 
agree with me that it is foolish to try 
to tell a story when the time is not 
right?” 

Put on Bond Basis 

“IT then start my bond talk—‘Mr. 
Jones, what if J. P. Morgan & Co. and 
the National City Bank jointly brought 
out a new bond issue with the following 
provisions: (1) guarantee of principal 
hoth by Morgan and the bank; (2) earn- 
ings from 434 to 5 percent; (3) provi- 
sion in the contract that if anything 
happens to you, bond is immediately 
payable 100 cents on the dollar; (4) if 
you become incapacited so that your 
earning power ceases, issuing compa- 
nies make the deposits for you; (5) if 
you become disabled, they will pay you 
a certain percent of the principal of the 
bond as long as disability lasts, in addi- 
tion to paying the deposits: (6) instead 
of having to pay for the bond outright, 
the companies agree to accept a deposit 
of 2 percent on the face of the bond; 
and (7) operation of a sinking fund ar- 
rangement which will give you back 
your money in full when the bond ma 
tures or the normal time comes when 
you want to retire If such an issue 
were brought out, what would you think 
of it, Mr. Tones?” 


Applies Illustration to Insurance 


“The usual answer is that it is too 
good to be true. Then I ask him for 
a piece of paper and go on with my 
talk. ‘Mr. Jones, the deposit you make 
on this bond depends upon your age. T 
will have to know how old you are.’ 
He says he is 35. Then I say, ‘First, 


if vou hecome disabled, the company 
makes all payments: second, the com- 
pany pays you $1,200 a year for life or 


as long as disability lasts (I always ex- 
plain that payments begin immediately 
in the case of accidents and after a 90 
day lapse in cases of tuberculosis and 
other things of the kind); third, and 
this is one of the more important things, 
at age 65 when you would normally 
want to retire vou have two options— 
(1) you can take $10,000 in cash and 
add it to your estate or (2) you can 
take a lfe income of approximatel 
$1,200 for life. 
Status at Age 65 


“Obviously, your choice will depend 
upon your situation at age 65. If your 
wife is still living, you would probably 
take the $10,000. If she is dead and 
your children are all taking care of them- 
selves, you probably would want the in 
come. But you don’t have to decide 
that until the time comes. Fourth, in 
your 64th year you have the option of 
withdrawing $5,000 in cash. If you in- 
vest it, the interest on your investment 
will carry your insurance for the rest 
of your life. You will have created an 
estate with no further payments to 
make. Fifth, this bond is fully paid up 
in 21 years.’ 

Alternative Illustration Given 


“Or I may say, “This policy will pro- 
duce approximately $930 a year for 15 
years. You will find this is over $14,- 
000, so that you will have added ap- 
proximately $1,000 a year by allowing 
the company to keep the proceeds. Dur- 
ing the 15 years your children will be 
growing up. It may be, Mr. Jones, that 
in five years all this will no longer 
fit your needs. Your children will be 
older. I can come back in five years 
and find out what your situation is 
then. Your earning power will have 
increased. You may then want to give 
your wife $1,200 a year for a period of 
1@ years.’ 

“If you have been efficient,” con- 
cluded Mr. Hopkins, “and rendered a 
man real service and kept in touch with 
the changes in his financial situation, I 
find you can go back to him—and you 
don’t have to wait five years.” 


Ryan Is Assistant Counsel 


Ronald L. Ryan of Des Moines has 
been appointed assistant counsel of the 
Bankers Life of that city. He succeeds 

R. Campbell, who has held a similar 
position for the past several years, and 
who has tendered his resignation, effec- 
tive June 1. Mr. Ryan is a native of 
Iowa. After attending Columbia Col- 
lege at Dubuque and the University of 
Iowa, he received his degree from the 
law school of Drake University. Since 
graduation he has been associated with 
the Des Moines legal firm of Dunshee 
& Brody. 





: — 
| CONVENTION DATES | 





May 2-4—Insurance Commissioners, Rich- 
mond 

May 4-6—Medical Section Amer. Life 
Convention, Chicago. 

May 6§—New York State Sales Congress, 
Utica 

May 16-17—Association of Life Insurance 
Counsel, Hot Springs, Va. 

May 19-20—Actuarial Society of America, 
New York City. 
May 23-24—Insurance Advertising Con- 
ference, Hartford. 
May 23-25 — Pennsylvania 
Philadelphia. 

June 2-3—Amer. Institute of Actuaries, 
Toronto. 

Sept. 12-14—International 
ciation, Toronto. 

Sept. 26-30—National 
Chicago, 

Sept. 27-29—Casualty Convention, White 
Sulphur Springs. 

Oct. 12-14—National Life Underwriters 
Association, Memphis, Tenn. 

Oct. 24-28—American Life Convention, 
Dallas. 

Nov. 1-2—Life Agency Officers, Chicago. 


Federation, 


Claim Asso- 


Safety Congress, 


Frank A. MeDevitt, manager of the 
Phoenix Mutual Life at Omaha, has 





s moved his offices to the Electric building. 
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Rates of Interest on 
Proceeds Net With 
Life Companies in 1927 


IFE insurance men are always in- 
terested in noting the guaranteed 
rate of interest that life companies pay 


on surplus funds and proceeds left with 
the companies by the policyholder. The 
changes in interest rates in 1927 over 
1926 are very slight. There are a num- 
ber of non-participating companies now 
paying excess interest on proceeds leit 


with policies. The rates ot interest for 
a number of companies are as follows 
Company Percent 


Abraham Lincoln 
Acacia eaten! 
Aetna ‘ 

Ame rican c e ntré al, 
American, Mich 
Atlantic, Va 
Bankers, Ia. 
Berkshire ......... 
Business Mens, Mo... 
California State 
Canada Life 
Capitol, Colo. 
Central Life, Ia..... 
Central Life, Ill..... 
Central States, Mo.. 
Columbus Mutual 
Connecticut General 
Connecticut Mutual 
Continental Amer., <2 
Continental Assur., Tll............- 
Continental, Mo. 
Detroit Life 
Equitable, N. Y.......- 
Equitable, Ia. weld 
Farmers & Bankers............-- 
Federal Life, Ill..... jie 
Fidelity Mutual at 
Franklin 
Guardian, N. Y.... 
Home Life, N. Y. 
Indianapolis Life 
International, Mo. 
Inter-Southern 
Jefferson Standard 
John Hancock Mut.. 
Lamar Life 
Life & Cas., Tenn.... 
Lincoln Natl., Ind..... 
Manhattan Life 
Massachussetts Mut. 
Metropolitan . sit 
Midland Mutual 
Minnesota Mutual 
Missouri State 
Mutual Benefit 
Mutual Life, N. Y. 
Mutual Trust ...... 
National Life, 
New England Mui basen 
New York Life....... 
Northern Life, Wash........... 
Northwestern Mutual - 
Northwestern National 
Occidental, Cal. 
Ohio National 
Ohio State ............ 
Oregon Life 
Pacific Mutual 
Pan-American 
Penn Mutual 
Peoples, Ind. 
Peoria Life 
Philadelphia 
Phoenix Mutual 
Pilot Life 
Provident Mutual 
Prudential 
Public Savings 
Register, lowa 
Reliance Life 
Royal Union Life..... 
Security Mut., N. FW... .cccsccescess 
Springfield 

State Life, 
State Mutuai 
Sun Life, Camada.......cccccsscess 
Union Central ‘ 

Union Mutual 
Volunteer State 
West Coast 
Western States 
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(a)5 percent on dividends left at inter- 

(b)4.5 percent on dividends left at 
interest. (c)4.75 percent on dividends 
left at interest. (d)4.6 percent on divi- 
dends left at interest. (e)4.8 percent on 
dividends left at interest. 


NO STIR CAUSED BY 
AMERICAN MEN TABLE 


(CONTINUED FROM PAGE 5) 
argument in its favor is that, 


which has 
to do chiefly with their bookkeeping 
and financial statements, i. ¢., under the 
American Men table premium payments 
would be divided in a way that would 
more accurately represent the com- 
panies’ actual expenses in doing busi- 
ness. Less money would have to be 
allocated to cover mortality claims with 
the result that a larger percentage of 
the premium could be allocated to 
cover operating and administrative 
penses, 


The 


est. 


American Experience table has 


eX- | 


LIFE INSURANCE EDITION 


| placed the companies in an anomalous 
| position W here expense loadings are in- 
sufficient in themselves to pay admin- 
istrative costs fo make up the deficit 
the companies reach into their other 
pocket and nominally borrow some ot 
| the excessive mortality reserve called 
for under the American Experience 
|table. The American Men table would 


percentage of premium al- 
loading and decrease 
thus giving a 


the companies 


| increase the 
| located to expense 
the mortality reserve, 
clearer picture of what 
do with every premium dollar 


Illustration of Effect 


this con 
work out 


A leading actuary here gave 
crete example ot how things 
now under the American Experience 
table For an ordinary life policy at 
age 25, one company charges a gross 
premium of $20.14. Its dividend on that 
policy last year was $5.71, making a 
| first year net cost of $14.43. Chis is 
$1.08 less than the premium of 
$16.11 called for by the American Ex- 
| perience table, and that premium 
|does not include any expense loading 
Under the American Men table the 
| basic premium assumed for ordinary 
life at age 25 would be $13.59, the dit 
ference between that figure and $14.43 

accurately representing on a pro 


basic 


basic 


tairly 
rata basis the actual amount of the com- 
pany’s operating expenses. While oper- 


jating under the American Experience 
| table, non-participating companies can- 
not reduce their premium on such a 
policy below $16.11 without establishing 
a deficiency reserve, which more and 
more handicaps them as their volume 
of business increases. It is only natu- 


| ral, therefore, that they should be eager 
| to adopt the other table, allowing — 
to assume a basic premium of $13 


Confusion Would Follow 


But if the 
here see one 
| by the adoption of the 
table, they point 
advantages. In the 


large mutual 
advantage to be 
American 
out several 
first place, 


companies 
gained 
Men 
dis- 
some 


also 


expense would be involved in changing | 


from one table to the other because or 
|the necessity of revising bookkeeping 
| systems and printing new rate books, 
etc. Secondly, great contusion would 
result if the American Men table were 
used in some states and not in others, 
j}and at the present time there is small 
| likelihood that all or even most states 
| will allow the use of the table inas- 
| much as there is considerable opposition 
to it in some states of the west, where 
young and growing home companies 
feel that their growth and safety is 
most favored by the larger reserves 
allowed by the American Experience 
table 


Indifferent for the Most Part 
All in all, 


panies here 
different about 
culations having 
adoption of the 
would scarcely 
policyholders, 
younger 
charged higher 


the large lite com- 
are tor the most part in- 
the question, their cal- 
convinced them that 
American Men table 
benefit any of their 
not even those at the 
who are admittedly 
gross premiums than 
actual mortality experience warrants 
But they point out that their younger 
policvholders do not suffer in any way, 


however, 


ages 


for the net cost of insurance to them 
is brought down to the average level 
bv reason of the fact that the rela 
tively higher premiums they pay are 
reduced by the relatively higher divi 
dends paid them on a scale carefully 


adjusted to the situati 


Strickland Gillilan 
Tells When Humor May 
Not Be Called Funny 


TRICKLAND GILLILAN, 


meet 





well 
known humorist, contributes to the 
John Hancock Mutual “Signature,” an 


article entitled, “When Humor Is Un 
funny.” Mr. Gillilan deals with that 
| supposedly humorous statement, “The 


| honeymoon ends when the life insurance | 


agent begins.” Here is what Gillilan 
says: 

“I have been loving humor and thirst- 
ing for more and more of it ever since 
I was hock-high to a katydid. But I 


have never liked alleged humor that car- 


ried a barb for the unsuspecting. Real 
humor has two qualities: Kindliness 
and truthfulness. All so-called humor 


that has not genuine truth for its basis; 
that is not merely an enlargement or dis- 
tortion of truth—a kindly caricature of 
truth, as it were—is not humor at all, 
but merely a_ succession of cynical 
“wise-cracks.” 

> > > 

“I believe in the Lincolnian attitude 
on humor, the Lincolnian employment 
of tun—as a vehicle to carry something 
worth while to some place where it is 
needed. It is just as funny as the empty 
humor, and the lesson it carries is infin- 
itely more effective and lasting than if 
it had been lugubriously broadcast. 

To be just funny and nothing else, is 
as silly as to coal and water a big loco- 
motive, fire it till the steam pressure 
opens the pop-off, and then run it rapidly 
to and fro the length of the division with 
no cars hitched to it. The humor and 
the locomotive ought to be taking some- 
thing along to be utilizing the power 
it had generated. i 

Now what I’ve been getting at—or to- 
ward—all this time is the statement that 
the other day in a newspaper I saw a 
paragraph saying: 

“The honeymoon ends when the life 
insurance agent begins.” 

Now the bright young—very young!— 
man who wrote that probably thought 
he had said something that was a wow. 
But the fact is he hadn't said anything 
funny at all; for the basis of his wise- 
crack was a cynical untruth—a founda- 
tion on which laughable and lasting 
humor was never founded. Humor pro- 
duces a care-free, conscience-clear laugh 
—not a sneer. 

> > > 


“Honeymoons do not end when the 


Uses Certificates of 


Worthless Stocks to 
Tell Insurance Story 


EORGE F. FRIEDRICH of Ken- 


dall, Wis., a general insurance man 
who writes for the National Guardian 
Life of Madison, uses an_ effective 


method in persuading people to buy life 
insurance Mr. Friedrich is impressed 
with the fact that many people purchase 


worthless stocks They are allured by 
get-rich-quick schemes and spend their 
money in this way In fact, Mr. Fried- 
rich has been guilty of this very thing 
himself Therefore on some occasions 
he gets out some of his old certificates 
in oil wells, gold mines, automobile 
tires, tox ranches, etc He uses these 


as exhibits showing what he could have 
accomplished had he spent the same 
money in hie insurance 


Make More Than 


He tells young people 
that by purchasing life insurance, in the 
end they will make more money than 
by investing in the stock market He 
hands out these certificates and says 
that they have run about the same length 


in Stocks 


particularly 


of time as would an endowment policy 
He says: “They are all paid up and 
ready to cash.” It always has a good 
effect. Mr. Friedrich is a successful in- 
surance man and is very conscientious 
in his methods, 


life insurance agent comes. No honey- 
moon should ever be begun unless the 
life insurance agent has already done his 
stuff. And when the newly married 
chap begins flocking with life insurance 
agents and finding out how he can pro- 
tect his unprotected bride or add to the 
protection he had already provided, there 
is every evidence that he has really fallen 
in love with her anew and in earnest 
and for keeps—that his real, life-long 
honeymoon has set in.” 
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President 





THE HOME LIFE 


A Company of Opportunity 
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James A. Fulton 
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Certificate Should Mean Merit 


movement to establish standards 
alesmen whereby the 
College of Life Insurance 
sponsored by the NATIONAL ASSOCIATION 
or Lire Unperwriters will award cer- 
tificates, has in it great potential merit. 
Either a certificate should be made the 
symbol of real efficiency, experience, 
knowledge intelligence in life in- 
surance or the whole movement will be 
cheapened and will naught. 
There will be abundant opportunity for 
this college to be imposed on and to be 
exploited reins very 


THE 
for life insurance s 
American 


and 


come to 


unless the are 


tightly drawn and the rules made suffi- 
ciently stringent so that merit alone will 
be recognized. It should not become a 
mere “diploma mill.” 


The designation “C. L. U.” signifying 





chartered life underwriter, should carry | 


with it the stamp of efficiency and serv- 
ice. We hope that those in charge of 
the college will see to it that it is so 
safeguarded that only those will receive 
certificates who are really entitled to 
them after an examination and to which 
of course must go the man’s reputation, 
standing, service and general character. 


Returning to More Normal Basis 


Tue general feeling among some of 
the life executives is that 
many companies which pulled out the 
throttle returning to a 
more 


insurance 


quite a way are 


conservative basis. Some compa- 


nies departed far from the straight and 


narrow way and wrote business that 
they would have declined a few years 
ago. Many, in order to keep up their 
production record, have written large 
amounts of term business. Others have 
liberalized their rules to enable them to 
write on more favorable terms. Others 
have made a big drive for brokerage 
business and have gotten caught on 
some of the speculative cases that have 


been going the rounds 


tism. When the subject is examined 
carefully it is found that this company 
became too wide open in its acceptances 
until it found that its mortality rate was 
liable Now it at- 
tempts to return to solid ground. 
trained 
liberal 
back to 
One 
executive in speaking on the subject said 
that he finds many companies are 
vinced that 
not paid and in fact it has been a real 
He states that these companies 


to increase materially. 
however, it has 
agents to write on the 
terms. When it tries to get 
earth it finds its agents disgruntled. 


meantime, 
more 


con- 


their wide open policy has 


danger. 
have 
reached out too far. 


i record and have 


It is stated that not long ago a group The mortality ratio is certain to in- 
of general agents visited one of the east- crease in his opinion with those compa- 
ern companies, making violent protest as nies that have not observed a careful 
to its drastic move toward conserva- policy in their underwriting 

Putting on Sales Pressure 

BABSON’S STATISTICAL ORGANIZATION more or less fixed. It is determined 
states that the volume of business ob- by the mental attitude of the public. 
tained by any salesman ecquals the sales Therefore, Babson’s organization feels 
ressure divided by the sales resistance. that sales pressure should be studied 
The point is made that any salesman because it can be altered at will. If 
Ca! ease his business by decreasing one steams up with harder work he will 
the sales resistance or increasing the increase his sales pressure, with corre- 
pressure Sometimes sales resistance is sponding results. 

Persistency of Campaign Business 

lnere has always been a question in cerned, naturally most of the work has 
the minds of life insurance men as to to be done in advance. What actually 
the persistency { business secured a life insurance man can do in a day, 
through inte ve impaigns, particu- probably is still subject to demonstra 
a where a an goes out to break a_ tion \ day's results are not so inter- 
record for a day's, week's or month's esting as what can be done in a month's 
business. Naturally there must be con-_ time A month gives opportunity for 
siderable high pressure in work of this intensive work and real effort. These 
kind. It cannot be done deliberately. campaigns show that a man has a lot 

So far as the daily records are can- of reserve force that can be called on 





and put into play to good advantage. 

So far as the month intensive cam- 
paigns are concerned, the results seem 
to show that the agent himself is hand- 
somely remunerated for his labor. He 
has written many more applications than 
he otherwise would. He has extended 
the range of his influence, The volume 
of his business has increased consider- 
ably because of his strenuous endeav- 


ors. In connection with these campaigns 
there must be considerable publicity. 
This is of distinct advantage to the 
agent. It advertises him in a unique and 
constructive way. 

So far as the persistency of business 
is concerned, it seems that applications 
secured during a month's intensive cam- 
paign stick just about as well as the 
regular business. 
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H. B. Hawley, president of the Great 
Western of Des Moines, is back at his 
desk from a winter vacation spent at St. 
Petersburg, Fla., with Mrs. Hawley. B. 
H. Gross, auditor for the Great West- 
ern, has returned to Des Moines from 


an extensive motor trip through Texas 
and Mexico, accompanied by his fam- | 
ily. 


George Babcock, agent of the Equit- 
able Life of New York at Logansport, 
Ind., sold 144 policies for $395,000 of 
life insurance in the ten days between 
April 4 and 14, 


} 
| many other ways. 


the period designated | 


by the company as a special effort in | 


honor of President W. A. Day. Mr. 
Babcock expects to deliver $500,000 of 
business under these applications as he 
took out additional policies in many 
cases with this in view. All of this 
business was sold on binders with cash 
or checks. On one day he started with 
the determination to sell 25 policies be- 
fore night and actually sold 27. 

Mr. 
ticularly as he is still new to the busi- 
ness, having given up the drug business 
last September for a rate book with the 
Equitable. By Dec. 31 he had sold 
$102,000 of paid-for business and from 
Jan. 1, 1927, to the end of March he 
sold $105,000 of business. He is now 
standing seventh among the company ’s 
producers and claims he is going to 
reach first place before the end of the 


| year on number of policies sold. 


In the | 
its | 


| founder of 


been entirely too ambitious to make | 


| breau, 


William L. Boone, agency secretary 
of the Midland Life of Kansas City, 
died there last week. Mr. Boone was 


stricken with apoplexy while visiting in 
the apartment of his sister and died a 
week later. 

He was a son of Daniel Boone, the 
the Midland Life, and a 
brother of Daniel Boone, Jr., the present 
president of the company. He was a 
direct descendant of the original Daniel 
s0one, explorer and pioneer of Missouri. 
He had been connected with the com- 
pany ever since its organization, acting 
as an agent in Kansas City. Two years 
ago he became agency secretary of the 
company. He was 50 years old. 

Word was received last week from 
Portland, Ore., of the death of Mrs. 
Chambreau, mother of W. W. Cham- 
vice-president of the Merchants 
Life of Iowa. Mr. Chambreau has been 
in Portland during the serious illness 
of his mother. 


Charles E. Fox, former assistant 
manager of the Minneapolis branch of 
the John Hancock Mutual Life, died at 
his home in Canton, O., last week. 
Surial was in Minneapolis. 


Walter St. John, of the St. John & 


Carter agency of the Equitable of Iowa 
in Des Moines, sailed from New York 
for a European trip early this month. 


A group of officers from the home office, 


to wish him bon voyage, sent him a 
large bouquet of vegetables prior to his 
departure. Mr. St. John wired back 
{to the home office: “It’s radish color 
can’t be beet.” 


Dr. Ernest A. Wells, associate medi- 
cal director of the Aetna Life, died April 
15 at the Hartford Hospital, where he 
was a member of the hospital staff. Dr. 
Wells underwent a double operation for 
appendicitis and the gall bladder nine 


| week, aged 72 


days ago and since the operation suf- 
fered from depression and on several oc- 
casions expressed himself fearful of re- 
covery. Not only was he well known as 
associate medical director of the Aetna 
Life, but he was a very prominent sur- 
geon in Hartford and was consulting 
surgeon on the staff of every hospital in 
Hartford and vicinity and also served in 
He was frequently a 


lecturer on medical subjects. His age 
was 51 years. 
Charles W. Tarbell, connected with 


the Boston agency of the Mutual Life of 
New York for 55 years, and well known 
to the older insurance men of the city, 
died at his home in Winchester last 
He was born in Clinton, 


| Mass., and began as a boy in the Boston 


agency he served so long He became 
cashier of the office many years ago and 
filled that position until ill health com- 


| pelled his retirement last November. 


3abcock’s record is unusual par- 


Lawrence M. Cathles, president of the 
North American Reinsurance of New 
York, is spending some weeks in Texas, 
visiting home offices of the life compa- 
nies throughout the state. Mr. Cathles 
formerly was vice-president and actuary 
of the Southland Life of Dallas. 

J. G. Davis of Salt Lake City, Utah, 
state manager for the Guarantee Fund 
Life of Omaha, was badly injured when 
a train struck his automobile as he was 
driving over a railroad crossing near Lo- 
gan in northern Utah. His car was de- 
molished. Mr. Davis was to have taken 
steps this week to open a branch of the 
company in Ogden. 


Thomas J. Houston of Chicago, well 
known independent fire adjuster, has 
been appointed president of the civil 


service commission of Chicago by Wil- 
liam Hale Thompson, newly elected 
mayor of the city. Mr. Houston has 
been a life long friend of Mayor Thomp- 
He served as Illinois insurance su- 


son. 

perintendent in 1921 and 1922 and was 
very active in that office. He was 
prominent in the National Convention 


of Insurance Commissioners. Mr. 
Houston has been interested in politics 
for many vears. He is a veteran of the 
Spanish American war, he is well 
toward the top of the list in the Shrine 
organization, being imperial oriental 
guide. He is president of the Medinah 
Athletic Club near Chicago. 

Mark W. Moorman re- 
Equitable Life of Iowa 
field force one of the old guard. Mr. 
Moorman joined the Equitable June 8, 
1906, as a general agent at Newton, Ia. 
He was later transferred to Oskaloosa, 
la., and his field enlarged. In 1925 his 


The death of 
moves from the 


health became impaired and continued 
to decline until his death a few days 
ago. 


Miss Marion A. Bills, assistant secre- 
tary of the life department of the Aetna 
Life, has been elected president of the 
Business & Professional Women's Club 
of Hartford. 

Miss Marie Zulich, daughter of Vice 
President William R. Zulich of the Re 
serve Loan Life of Indianapolis, died 
recently. Miss Zulich was a gradute of 
Smith and Vassar and also of Bellevue 
hospital of New York City as a nurse 
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LIFE AGENCY CHANGES 








THREE APPOINTMENTS MADE 





S. R. N. Jameson, J. J. McDonald, J. 


Morgan Ray in New American 
National Posts 





S. R. N. Jameson has been appointed 
Minnesota state manager of the Amer- 
ican National Life. St. Paul will be his 
headquarters. Mr. Jameson for the last 
12 years has been connected with the 
Equitable Life of New York, both as 
supervisor and manager. Immediately 
prior to making his connection with the 
American National Life he was with the 


W. W. Klingman Equitable Life agency | 


in St. Paul. 

J. J. McDonald, formerly Michigan 
state manager of the American National 
Life, has at his own request been re- 
lieved of responsibility for the state and 
hereafter will confine his activities to the 
Thumb district of Michigan, which has 


been assigned to him exclusively. The | 


American Life is thus unhampered in its 
plans for developing the state, and will 
appoint a manager at Detroit and per- 
haps also a district manager at Grand 
Rapids. Announcement of these appoint- 
ments will be made at an early date. 
Manager McDonald's headquarters will 
be at Port Huron. 

J. Morgan Ray, who has been man- 
ager of the American National Life for 
the state of Minnesota, with headquar- 
ters at St. Paul, has been transferred to 
the western Kansas field as manager. 
His headquarters will be at Wichita. 


Hoffman, Son & Co. 


Hoffman, Son & Co., operating a gen 
eral insurance agency in St. Louis, have 
been appointed general agents of the 
Pan-American Life. Earl Ellis, who has 
been general agent of the company, goes 
with the firm as manager of the life de- 
partment. This firm does a large cas- 


ualty and fire business and will now take 


up life insurance 

Superintendent of Agents Corey and 
Assistant Superintendent of Agents Ted 
M. Simmons were in St. Louis conduct- 
ing an insurance school for the new 


agency. 


M. L. Palmer & Son 
The general agency of M. L. Palmer 
& Son at Lincoln, Neb., now repre- 
sents the National Life of Montpelier, 
Vt., for the South Platte territory in 
Nebraska. 


C. R. Styron 
The Bankers Life of Iowa announces 
the resignation of C. R. Styron, who has 
been agency manager at Lynchburg, Va., 
since February, 1923. A successor to 


Mr. Styron has not as yet been named 


O. W. Guerrant 


The Provident Mutual Life has ap 
pointed O. W. Guerrant general agent 
in South Carolina with headquarters at 
Spartanburg Mr. Guerrant succeeds 
the late Carlos R. Moseley, with whom 
he was associated as a special agent 





C. M. Huff 


J. Henry Johnson of Oklahoma City, 
general agent for the National Life, an- 
nounces the appointment of C. Mavfield 
Huff as district manager at Tulsa. Mr 
Huff was formerly with the Aetna Life, 
working under the Pearce-Porter-Mar- 
tin agency of Tulsa. 

Roy C. Millar 

Roy C. Millar has been made assistant 
to Manager H. C. Rhyan in the Mil- 
waukee agency of the Guardian Life 
Mr. Millar has had several years of 
diversified selling experience 

H. W. Younkin 
Howard W. Younkin has established 


a general agency in Ottumwa, Ia., for 














A Chinese Puzzle 


Some salesmen have one to solve 
each morning. They don’t know where 
to go, whom to see and why. 


The puzzle is solved when the effect- 
ive Lincoln National Life circularizing 
system is used. 


The plan of sending illustrated sales 
messages, tailored to fit his particular 
prospect and to accomplish a definite 
result, helps the agent to determine 
WHEN, WHERE and WHY he will 
make his calls. The series of 
thought-provoking letters give a favora- 
ble introduction for the agent as well as 
aiding his approach and sales talk. 


Lincoln National Life agents give 
their results with the circularizing plan 
as another reason why it pays to 
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The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character’’ 











Lincoln Life Bldg. {Fort Wayne, Ind. 


' More Than $465,000,000 in Force 
































24 


_ THE 


NATIONAL UNDERW RITER 


es 22, 1927 
































“Old Faithful” 


ROM the farmost corners of 

the earth, come travelers to 

marvel at the splendor of this 
awe-inspiring phenomena of nature. 
They know, with same con- 
fidence that tomorrow will be a 
new day, that Old Faithful will not 
disappoint them. Before man him- 
self trod upon the earth, Old Faith- 
ful, robed in showers of diamonds 
and the glories of the rainbow, rose 
and fell with none to see and ad- 
mire. 

Dependable and regular, with the 
same certainty that the sun sets 
only to rise again, Old Faithful 
keeps on performing its duty to 
good old Mother Nature. 





"AS FAITHFULAS OLD FAITHFUL | 





Old Faithful Geyser in Yellow- 
stone National Park, is as Each year that Passes, Mutual 
magnificent as it is famous to Trust proves itself even more 


travelers the world over. Every 
sixty-five minutes with rare vari- 
ation, this great white column of 
boiling water rises from one to 
two hundred feet in the air. 
Scientists say that the deposits 
around the crater indicate an age 
of tens, if not hundreds of thou- 
sands of years. 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 


Carl A. Peterson, Vice-President 
A. E. Wilder, Director of Agencies 


77 W. Washington Street, Chicago, Illinois 


worthy of its truly emblematic 
slogan, “As Faithful as Old Faith- 
ful.” With the regularity and de- 
pendability of Old Faithful in per- 
forming its duty, Mutual Trust 
continues to serve humanity in its 
great work. 























MODERN LIFE 


INSURANCE COMPANY OF MINNESOTA 


ST. PAUL 


Excerpts from the financial statements of the Modern Life Insurance 
Company of Minnesota, Endicott Building, St. Paul, Minnesota, for the 
year ending 1922, showing the tremendous gains made by the company 
up to and including December 31, 1926. This achievement is outstanding 
among financial institutions of the Northwest or of the United States. 





LEDGER ASSETS: 23 
1922 en ie $ 166,069.73 
ena ait 730,337.85 3399, 
INTEREST INCOME: 
Riper ee Oe 
938 ee peesae ey Ste eae Ss ee 32,095.30 5279, 
INSURANCE ON WHICH SECOND PREMIUM HAS BEEN PAID: 
1922 eee eee rer eee 670,000.00 
Petes sR RRIE EH she 6,927,663.00 9349, 
RENEWAL PREMIUM INCOMES: 
ieee pRaatea eee ae 13,298.27 
Sala heater Sabato .. 215,718.26 1973%, 











M. A. NATION 
Vice-President and General Manager 




















THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 
Ambitious Men of Sales Experience Will Be Interested in the Liberal 
Agents Contracts We Are Offering. 
Good Openings for the Right Type of Men. 
Clarence J. Daly, President 
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department is B. F. ai In He is 
assisted by W. R. Longshore and F. P. 
Beiriger. 


the Connecticut Mutual Life. Mr. 
Younkin had a district agency in Clinton 
for two years. 








B. F. Rogers, Jr. Orville Bodine, special agent of the 

“s oe Northwestern Mutual Life, who has been 
Rogers, Loeb & Wolff, Chicago, associated with General Agent Ray 
has Bryant at Joliet, Ill., is now connected 
with the Kansas City office of the North- 
western Mutual under General Agents 
Pearson and Larson. 


Klee, 
doing a general insurance business, 
established a life department, represent- 
ing the Travelers. At the head of the 
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| EASTERN STATES ACTIVITIES - 


| TRUST SALES COURSE STARTS 
Boston Insurance and Trust Company 
Men Cooperate to Teach Agents 
to Handle Line 











NEW JERSEY BUSINESS GIVEN 
New Insurance and Amount in Force of 
the Leading Companies on 
1926 Operations 

















BOSTON, April 21.—A practical 10- 
meeting course in life insurance trust 
selling started in Boston today through 
cooperation of three leading Boston 
banks and life insurance interests, the 
latter represented by Paul F. Clark, gen- 
eral agent of the John Hancock Mutual 
Life, and Franklin W. Ganse, manager 
of the estate protection department of 
the Paul F. Clark agency. 

In the belief that definite and large 
results may come from the cooperation 
of the life underwriters and the trust 


The total new ordinary business in 
New Jersey last year amounted to $446,- 
287,107. The total amount in force is 
$2,151,479,009. The premiums last year 
on ordinary business amounted to $55,- 
893,627. The industrial business last 
year amounted to $199,313,903. There 
was $106,772,395 terminated leaving in 
force $984,636,021. The leading compa- 
nies in the state ranked according to new 
business last year are as follows: 


Ordinary Life 
Companies of New Jersey 


ee officers, the trust departments of the 

Business In For First National Bank, National Shawmut 

Patzel Ponce. 3. ey a82 $ 368. 318, “368 Bank, and Old Colony Trust Company 
rudential... 2, 2 | - * 2 3 neon . Tend 

(2) 14'676.72 54.731.535 | have joined with Messrs. Clark and 


Ganse in presenting the course. The co- 
Totals - -$106,449,054 $ 565,175,140 | operation of other trust companies and 

Companies of Other States | all life underwriters and interested brok- 
ers has been invited. 














Acacia Mutual... ;$ 2,167,100 $ 4,939,000 
Aetna Life. {2 2» wet 4) 72,013,558 The meetings will be held 10 Wednes- 
Berkshire Life. 1°483°613 5'123'604 | day afternoons, each meeting consuming 
Columbian Natl. 5.173.899 14,459,980 | an hour. The first meeting will be held 
Conn. Gon... $3) 1.043,138 ag 2 4 | in the Chamber of Commerce building, 
Conn. Mutual... 5,930°216 22,086,308 and will be addressed by officers of the 
Cont. Amer.. 1,037,012 2'205,618 | three banks before mentioned. Definite, 
Equit., N. Y.. (i) 30,841,609 141,960,939 | practical suggestions based on each 
Equitable, (2) 2,569,396 12,137,920 man’s experience, will be presented. 
= Des Moines... 1,555,537 7,591,245 | i ane meeting will be addressed 
idelity Mut... 2,111,665 13,101,094 | by Hugh D. Hart of Hart & Eubank, 
Girard Life...:. 2,118,505 9308234 | New York City, who will talk on “Doe: 
Guardian Life.. 3,015,665 9,017,880 | - oh ys wet Ta On 20es 
International, the Life Insurance Trust Meet a Real 
3 =. ——. - 1,561,439 3,867,187 | Need?” 
ohn Hancoc T - —— ; 
Mutual ...(1) 12,258,424 65,186,478 The following meetings will be sales 
Lincoln. Natl. pind 1802-427 4,141,427 | demonstrations, addressed by specialists, 
Mass. Mutual... 1,953,218 51,251,994 | such as Edward A. Woods of Pi 
Metropol. L..¢ij 62,327,216  355,098;196 | su’ So S-Gward A. Woods of Pittsburgh 
(2) 19,158,175 40,720,371 otners. 
Mo. State...(1) 1,856,800 7,615,482 
(2) 160,800 326,950 “ . 
wrareha2s Bac “PRG | IREIETE| Double Indermity Claim 
Snglan u 190, ,315, seaieaes ens a ‘ 
y ¥, Life... -.. 23,069,655 143,383,944 NEW YORK, April 21.—A double 
o. Amer 0. ,485, 237, in ity i a | 
Nw. oer” A itetty 76'539'584 my — of $100,000 will not 
Penn Mut. Phila. 9,263,038 63,814,183 | "OW have to be paid on a life insurance 
Phoealz Mut., ninene onenens policy of that amount carried by J. Al- 
artfor ° ,690,243 9,513, l Mahls 3 . "ei 
Prov. Mutual... 91575877 5 7.132'021 — gece —. a yer oe 
State Mutual...  2°862'634 11'527.759 | ‘umber merchant, who was found dead 
Sun Lafe....:; 11,433,200 14,011,200 beside a discharged shot gun in the 
ravelers a 105,702, He : 7-_— See atte ai 
a 2) 14°652°380 53307626 — of his home = — Rochelle on 
Union Central.. 5,552,336 22,633,863 | April 1, as a result of the findings of 
eetennen Medical Examiner A. M. Squire of 
: Westchester county, who after more 
potential, & 2... 108" ee 444 sree ree thorough examination made public this 
J. Hancock Mut. 14,192, 145 71,343,454 | week his conclusions that the death 
Metropolitan ... 67,563,460 334,008,579 | wounds were self inflicted during a mo- 
National Benefit, rent of t ~d 1 
Washington 1,426,131 2,386,354 ment of extreme depression due to a 
nervous breakdown. It was at first 
Grand thought that Mr. Mahlstedt had been 
Aggregates. $645,601,010 $3,136,116,030 killed accidentally while cleaning his 
(1) Ordinary, exclusive of group in-| gun in preparation for a hunting trip. 
our) Gs PF Several other policies were carried by 
) Group insurance. the deceased, it is said, but whether they 
contained double indemnity features or 
oO : , 
Would Buemgpt Insurance Bequests not cannot be ascertained from his fam- 
A measure which would exempt in- | ily or friends any more than the amount 
surance bequests to husband, wife, or | of them or the name of the company 
children of the assured from liability for | that issued the $100,000 policy 
satisfying debts of the assured was given 
approval of the lower house of the . 
Michigan legislature the past week and Associate State Agents 





went to the governor for his signature. E. B. Hamlin of Cleveland, state man 
ager for the National of Vermont, an 
nounces the appointment of Eugene B 


Walter 





Hold “Lunoe Month” 


At a meeting of the New England | Fisher of Cleveland, Harry 
agents of the Mutual Trust in Boston Hutchins of Cincinnati, Edgar J Tyler 
with Vice-President Carl A. Peterson | and Griswold Wilson of Cleveland, as 


presiding, it was moved by the associate state agents. 


that April be known as 
dedicating it to L. R. 


agents 
“Lunoe month,” | 
Lunoe, manager, 





Robert E. Gregory, formerly vice 


presi- 





New England department. The ow Gent of the Gitisens National Life ot 
> : » 250 #uisville, and now connected with the 

pd the hy one has been set at $1,2 Federal Reserve Life of Kansas City, Is 

00 new business. seriously ill in a Kansas City hospital. 
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~ IN THE MISSISSIPPI VALLEY 








NEBRASKA BILL IS APPROVED 


Proposal Governing Business Life In- 
surance Requires Proper Authoriza- 
tion for Any Change in Policy 


LINCOLN, NEB., April 21.—After | 


a lively skirmish in which most of the 
big life insurance companies were in- 
volved, one way or another, H. R. 227, 
amended by the senate, has received the 
approval of that body and is expected 


to become a law within a short time. 
The bill was said to be a copy of a 
bill introduced in 27 other states. As 


originally introduced the bill read that 
no business or corporation policy could 
be effected, assigned, relinquished, con- 
verted, surrendered, a change in bene- 
ficiary made or any other action taken 
with respect to it except upon a writ- 
ten statement of the board of direc- 
tors. In this form the bill is said to 
have become a law in several states, but 
the local representatives of the big 
eastern companies received telegrams to 


use their best efforts to have the bill 
killed, or if that were not possible, 
amended. 


Their efforts were successful in the 
house to the extent that when it passed 


that body it required a certificate from | : ; . > 
In a campaign in honor of W. W. 


the president and secretary that a ma- 


jority of the board of directors had 
authorized what had been done. It still 
carried the word “effected,” and this 


was vigorously assailed before the sen- 
ate committee by agents who said this 
would make it nearly impossible to write 
a policy on an officer or employe if it 
had to be sold to so many executives. 
As it is worded now to become a law 
when the house concurs, the word 
“effected” is stricken out. 


QUESTIONNAIRE IS THOROUGH 


Qualifications of Kansas Agents 
Brought Out in Application 
Blanks to Be Issued 





TOPEKA, KAN., April 20.—The ap- 
plication forms for Kansas agents, which 
will soon be ready for distribution to 
the companies for use when the new in- 
surance code becomes effective June 1, 
contain athong others the following 
questions: 

What experience or training have vou 
had in the insurance business? If no 
experience or training, are you to re- 
ceive immediate instruction? 

Do you intend to devote your entire 
time to soliciting insurance? If not all, 
what portion of your time? In what 
other business will you be engaged? 

If you do not intend to devote your 
time wholly to soliciting insurance, how 
much insurance do you expect to write 
during the coming vear for vourself, 
relatives, employers, employes or asso- 


ciates in business? 

Do you understand that it is illegal 
to rebate, twist policies, misrepresent 
policy conditions, sell or assign pre- 
mium notes prior to delivery of the 
policy, to withhold net premiums after 
demand has been made therefor, or to 
misrepresent the standing or condition 
ot any insurance policy: 


Have you studied and are you familiar 
with the insurance laws of Kansas per 


taming to agents: Are you familiar 
with the provisions, terms and con 
ditions of the policies vou intend to 
sell? 

Are you now indebted to any insur 
ance company or agency heretotore rep 
resented by vou If so, state exactly 
what the indebtedness represents and 


the amount thereof 

Has a license applied for by you ever 
heen retused, suspended or revoked by 
the insurance department of this or any 
other state If so, give particulars 


} 


| mer was given the first 10 leaders. 


|GAIN OF 75 PERCENT IS MADE 


Patterson Chicago Agency, Equitable of 
New York, Makes High Total 
in President’s Drive 





In the 10-day testimonial campaign for 
President Day, just closed, the Patterson 
agency of the Equitable Life in Chicago 
forwarded 1,175 applications for $6,000,- 
000 of new insurance, a gain of 275 ap- 
plications over its quota of 900. The 
1927 business was 55 percent greater 
than that of last year. 

Harvey E. Crain was the leading pro- 
ducer in number of applications. A din- 
In 
addition to the managerial staff the list 
included Thomas H. Heneage, C. M. 
Osborne, R. N. Wilt, J. J. McKenna, R. 


| E. Willcox, S. Wellman Latta, W. H. 
| Cassady, W. R. Dickenson and Albert 


J. Zern. 


Vice-President Frank H. Davis 


will 


| be the guest of honor at a luncheon for 


| the agency April 25. 


At this meeting 
the agent will be selected to present to 


| President Day in New York the results 


B 


| was directed by C. E 


| New ordinary business totaled $8,000,000 
| 
} 


of the campaign. 
| a 


Big Volume Is Written 


Klingman, head of the Klingman agency 
of the Equitable of New York at St. 
Paul, total business amounting to $17,- 
500,000 was written in 23 working days 


and the total group insurance business 
was $9,500,000. Business in both classi- 
fications was considerably larger than 
any other written before in a correspond- 
ing period by the Klingman agency. 

The unit headed by J. S. Murphy of 
| Minneapolis took high honors for vol- 
ume production with a total of $1,308,- 
| 000. Individual honors for volume pro- 
duction went to Mrs. K. C. LaFerriere 
of the Murphy unit, who wrote business 
totaling $402,000. 


Travelers Twin City Meeting 
conference of the 
[win City branches of the Travelers’ 
opened in Minneapolis Monday Ap- 
proximately 300 representatives, not only 
trom Minneapolis and St Paul, but also 
from various parts in the state, were In 
attendance 

The conterence was 
three representatives from the home ot- 
fice, D. J. Bloxham, life department: ] 
Eglof, casualty, and P. D. W. An- 
fire insurance. The conference 
Dalrymple, man- 
Minneap 
1; 


The annual sales 


addressed by 


derson, 
ager of the casualty division, 
W. L. Droege, manager of the life 
division, Minneapolis: H. A. Welch 


manager of the fire division, Minneap- 


olis: 


| olis: Hal Walker, manager of the lite, 
laccident and group division, St. Paul 
‘and H. Dauchey, manager of the cas 
ualty division, St. Paul 


C. L. Coyner Reports Increase 


C. L. Coyner, manager of the Mutual 
Life of New Yorl aotun tm eunetiines 
fe of New York agencies in northern 
Illinois with headquarters in Chicago 
reports that paid tor 1927 
to April 15 in his agency was 16 percent 


better than for the same period of last 


business in 


vear. Mr. Coyner reports further that 
March of this vear was the best m 

the agency has had since its establish 
ment 


School of Instruction at Lincoln 
A school of 


connected with the D. ]. Cravens agency 
of the Kansas City Life was held at 
Lincoln, Neb., last week with Walter 
Cluff, supervisor of instruction, 
in charge. Two vice-presidents « 
company, Frank Barr, in 

agency supervision, and D. T 
in charge of farm loan investments, 
in attendance [wenty 


instruction for the agents 


agency 

f the 
} 

charge \) 

Torrens 

were 

agents were 

















“A Great Help” 


—for— 


Accident and Health Men 


JAe 


f) Ao 


“Our company has been receiving the A. & H. Bulletins 
time, and we take this opportunity of telling you that we consider them 
a great help to the members of our field force.” 

C. N, Green, Agen 
Hoosier Casualty (¢ 





tor some 


Supervisor 


mpan 


} 


“We are enjoying the benefit of your service very muc 








Percy D. Situ 
Vor fF nf > Health Department 
Aetna ( ’ Ag Chica [ll 
“Highly pleased with service because it keeps one in close touch with 


his work, saving time which means money.’ 
= 


BAUNER 
Abraham Lincoln fp 


Life, Indianapolis, Ind 


} 








“About the only criticism I have to offer is that it seems such a 
deuce of a long time between issues.” 
R. B. Hoover, District Manager 
General Accident, B n, Mas 
A&HB2 | 
NU422 


The National Underwriter Company, 
420 E. Fourth Street, 
Cincinnati, Ohio. 
I want to increase my accident and health insurance sales. Please 
send me your 32 page booklet descriptive of the A. & H. Bulletins. 


Company 


Street 


YOUR OPPORTUNITY 
DISTRICT MANAGERS — GENERAL AGENT 
Splendid Inducements 


We've had Twenty Years consistent growth and are 
now ready for a Broader Expansion Program. 


Home Office Cooperation—Up-to-date Policies. 


Operating in Iowa — Minnesota — So. Dakota — 
Nebraska. 


Write us in confidence to see if our desires and 
Qualifications are Mutual. 
A Clean Record — Ability — and a willingness to 
work hard are the most essential Qualifications. 
Address U-54, c/o 
THE NATIONAL UNDERWRITER. 
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present, and the discussion also included | National Life of Sioux Falls, S. D., 


plans and policies of the company, which 
is steadily increasing its Nebraska busi- 
ness. A banquet was one of several so- 
cial activities in which the officers and 
agents participated. 


Opens New Investment Field 


Governor McMullen of Nebraska 
given his approval to the bill authorizing 
domestic insurance companies to invest 
idle funds in mortgage bonds of rail- 
ads or equipment trust notes. 


ré 


Form St. Paul Luncheon Club 


- Paul branch of the New York 
‘ has organized a luncheon 
club. J. J. Corneveaux was elected 
chairman; E. D. Allen, vice-chairman, 
and W. O. Henderson, secretary. Meet- 
ings will be held monthly on the first 
Monday of each month. 


The S 
Life on any 





No Insurance for Minors 
The Livingston bill in the Nebraska 
legislature ene to permit minors to 


purchase nsurance policies, surrender 
policies held on thei r eee or to execute 
discharges for disabili ty benefits paid 
them went down in the final drive of 
the house t to kill all house bills that had 
not at the time been placed on the sifting 
file. The bill sought to accomplish this 


object by eliminating the section pro- 
hibiting minors from doing any of these 
things. It was once favorably reported 


n by the insurance committee, but its 
ntroducer made no effort to save it on 
the final windur 


May Sell “Founders Certificates” 


rth Dakota securities commis- 
authorized the Policyholders 





sell a founders certificate in BBR. 
with life insurance policies. The found- 
ers certificate is described as a method 
of obtaining stock certificates, and when 
enough are sold the company will be 
changed from a mutual to a stock basis, 


| the commission was told. 


has 


| formal 


| it to the company’s president, 


| staff of employes. 


in 


Agents Meet at Dinner 


About 80 agents with the Darby Day 
general agency of the Union Central 
Life gathered at a dinner at the Palmer 
House last Monday evening. No set 
addresses were made, but there was in- 
discussion of agents’ problems 
among those present in the Chicago 
agency. 

April is President's Month in the Day 
agency. No set amount of business has 
been fixed as a goal, the plan being to 
write all possible and formally present 
John D. 


Sage. 


Codifying North Dakota Laws 


Commissioner Olsness of North 
Dakota is directing the codification of 
all the insurance laws now in effect in 
the state. The volume has been indexed 
and proof is being read by Mr. Olsness’s 
The last codification 
was made 


the insurance laws 


1915. 


of state 


Pan-American Officials in Chicago 


Vice-President E. G. Simmons and 
Assistant Superintendent of Agents Ted 
M. Simmons of the Pan-American Life 
were in Chicago last week and spoke at 
a luncheon given by the Beard Insur- 
ance Agency which has the general 
agency of the company in Chicago. 








IN THE SOUTH AND SOUTHWEST 


| 








AGENTS CAN RAISE STANDARDS 


Commissioner Daniel of Texas Favors 
Action Through Associations Rather 
Than By Qualification Law 








oner Daniel of Texas, speak- 
ent meeting of the Texas 
i Life Underwriters on 
State of Texas Expects of 
Agent stressed the im- 
agents getting in touch with 
and telling them about in- 
er 
new law just passed the 
mmussioners will be appointed for six 
years, their terms expiring alternately 
every two years,” he said. “Therefore 
there will be no upheavals on account 
a change tics eontre ot the 
state Thi estal nfidence 
mn the departmer aad thee ¢he teous 
ance commissior y¢ aoe tle 
ity slature ar lor enewvcia 
law with f k edge at the leg 
lature w ‘ the 
missior 
Or tne c a: qua e 
tions j Di tate e law re 
cent) ser We celeatec 7 the 
enate rienas \ tatec 
that ree awains? the av be 
cause rr repost f respor t ty « 
the commissione signing r ret 
ing licenses They stated they had ne 
fear as to my decisio but could not 
foretell what other commiss ner " ght 
ar ater ne adde 
How are we going t g about 
z aw that w deman¢« ar rec re a 
higher standard of efficiency on the part 
of the agent nice present condriions* 
We can not do this without giving dis 
ouettes én, enmntioad Why? Becai 
there is no standar< or nsurance agents 
recognized by law Hiow are we going 
to get this standar« Throug! 
organizations as the Jexas Associatior 
of Life Underwrners lf th assort 
tion had had for ten years the ideas 
now has, culminating in the Americas 
Colieg« Yl Life Underwriters, we would 


} Main 


have a standard today. Doctors have a 


standard; teachers have a standard. 
“One school in Texas has a course in 
life insurance I hope to see such a 


course in every leading university in the 
This will soon establish a stand- 


state 
ard of efficiency and the public will rec- 
ognize the difference aan a life 
underwriter and a _ rate-book carrier. 
Our schools teach business and banking. 
There is no business more esse ntial to 
the happiness and welfare of the human 
race than life insurance.” 

resolution was adopted endorsing 
Commissioner Daniel's position on this 
’ atte 
TRAINING HAS AIDED SALES 


H. G. Hewitt of Houston Considers 
1927 Life Insurance Prospects in 
Texas Are Bright 


TEX., April 
to insurance sales the 
ing H. G. Hewitt, 
ife department of Crav- 
& Co. Texas general 
Northwestern National 
that in 1925 there was no 
1926 was too much cot- 





HOUSTON, 20.—The 
drawback 
past year 
manager of the 
Darga: 

ia r the 


accord to 
ens 
age nts 
Life, 


cottor 


was 
there 
ton 
“The main feature in 1926 regarding 
life insurance business,” said Mr 
Hewitt, “was that greater emphasis was 
placed training and educating agents 
The holds good for 1927 I can 
see ing of 1926 was very 
beneficial and results have been 
broadcasted so more training is 
coming in 1927 Rockwell insur- 
ance school } held in Dallas. 
are establishing home 
there is a greater preva- 
meetings of agents and 
being held. 
among life 
is growing 


on 
same 
that the trair 
its 
that 
The 
as been 
Some 
office 


lence 


companies 
: 
schools, 
of 
more sales 
The ri of 
underwriters 


sales 

conpresses are 

se professionalism 
associations 


and is 


very 
“There 
of banks 


persona! 


active 

is increased outspoken support 
and trust both in 
contact between the two insti- 


companies, 





tutions, so closely allied, and in their 
advertising matter. The latest sign o 
this growing alliance was the banquet 
given life underwriters by the Second 
National Bank of Houston before 
Christmas last year. Greater understand- 
ing of the uses of trust estates has come 
on the part of the general public through 
the right kind of advertising the past 
year or two. 

“The home offices of the companies 
are ‘getting into the game’ more and 
more. They are running real advertis- 


| 
president and trust officer of the Wach- 


f | —.. _Bank & Trust 


ing, stuff with a punch, keeping in closer | 


touch with the field and issuing good 
propaganda via the radio, etc. 

“More and better men are being at- 
tracted to the life insurance business 
all the time. Financing the beginner 
is still a hard problem but through the 
cooperation of the companies, proper 
training to start with a solution appears 
imminent. Old agents have not lost 
seriously by lapses, records show and 
renewal good.” 

The prospects for 1927 are as good as 
in 1926, Mr. Hewitt added. The farmer 
is not so bad off as in 1925, on account 
of the large feed crop and other items of 
production. 


Add to Amicable Building 


The contract for a two-story addition 
to the Amicable Life building at Waco, 
Tex., at a cost of $66,000 was let a few 
days ago. The addition will be 50 x 60 
feet. It will be the home of the First 
National Bank. The building is to be 
completed by Oct. 





Commissioner Approves Securities 


In response to an inquiry from Com- 
missioner Daniel of Texas, Assistant At- 
torney General Cousins has held that 
the responsibility for the approval of 
securities offered as deposit by insurance 
companies as required by the Texas law 
rests on the insurance commissioner 
rather than upon the state treasurer. 
The opinion stated that it rests with the 
insurance commissioner to inspect and 
to approve all securities offered for de- 
posit by insurance companies, and that 
when they are approved, the state treas- 
urer must accept them without any 
question, as his duty is merely that of a 
cutodian. 


New Dallas Life Company 


The Mutual Insurance Company of 
Dallas, Tex., no capital stock, was 
granted a charter last week to do a le gal 


| eral assembly in January, 


| vision 


Company of Raleigh, 


Seeks New Richmond Connection 


The Pilot Life of Greensboro, N. C., 

planning to reestablish a _ general 
agency in Richmond. The Goldbold- 
Saunders Co. agency of Richmond for- 
merly represented in that capacity there 
but relinquished the connection last 
fall. Since then the company has been 
without representation there. T. D. 
Blair, agency manager, planned to visit 
Richmond this week with a view of 
looking over the field and opening up a 
new general agency. 


is 


Virginia Merger Effective in 1928 


When the bill providing for merger 
the bureau of insurance with the di- 
of banking passed the general 
assembly of Virginia recently it was 
generally understood that it would be- 
come effective 90 days after passage. It 
develops, however, that it carried a pro- 
vision that it should not become effec- 
tive until March 1, 1928. Salary of the 
director of the new division including 
both those departments will be fixed 
at the next regular session of the gen- 
1928. 


of 


Atlas Life Enters Florida 


Announcement has been made by H. 
O. McClure, president of the Atlas Life 
of Tulsa, Okla., of the company’s entry 
in Florida. Permit has been issued and 
contract for a state agency made with 
Jay F. Chappell & Co., whose head- 
quarters will be Miami. The Atlas is 
now licensed and actively operating in 
seven states, with plans for entry into 
another very shortly. 


Finds Conditions Satisfactory 


Will H. Ford, manager of agencies of 
the American National of Galveston, 
Tex., who is on his annual tour among 
his company’s agencies through the 
southern states, reports that he has 
found business in the south on a good 
basis. The outlook seems favorable. He 


/ reports that the south is responding as 


| district offices in 


| tan. 


reserve life ins wa business. ber in- | 
corporators are: DeWoody, G. G. 
Sheerin, Henry Soclienen, peg W. 
Dawley, Z. E. Marvin, W. E. Hill and 
E. D. Cain of Dallas, O. P. Arrington 
and Alva Bryan of Waco. 

Mr. Marvin was one of the organizers 


Empire Mutual Life and was its 
first president. Mr. Sheerin is head 
the Utilities Insurance Company, 
cently organized in Dallas 


the 


of 


re- 


Agent Cited, Gets Injunction 


An injunction has been _ secured 
against the Oklahoma Insurance Board 
by C. Williams, an agent for the At- 
las Life in Oklahoma City. The board 


had summoned Mr. Williams for a hear- 


of | 


ing on the matter of revoking his license | 


because of alleged unethical practices. 
Before the final date set for the hearing, 
the restraining order was issued by the 
district court 


Linton to Speak in Richmond 


M. Albert Linton, vice-president of the 
Vrovident Mutual Life, will be the prin- 
cipal speaker at a meeting to be held in 
Richmond April 28 under the auspices 
of the American Trust Company in that 
city. This will be the second of a series 
of addresses on life insurance and bank 
and trust company cooperation arranged 
by the American Trust Company to 
carry home the idea of life insurance 
trust to the life underwriters of Rich 
mond An informal dinner meeting 
ziven by that company to the life unde 
writers served as an introduction to the 
At this meeting, the principal 
peaker was Gilbert T. Stephenson, vice 


series 


never before to life insurance. 


Assistant Managers Organize 


The junior executives of the three big 
Atlanta of the Metro- 
politan Life have formed the Assistant 
Managers Association of the Metropoli- 
Officers are C. F. Klenke, Jr., 
Piedmont district, president: H. C. Lee, 
secretary. Constitution and by-laws will 
be adopted at another meeting, to be 
held within a few days. The organiza- 
tion meeting was attended by all the 
junior executives of the three district 
offices. 


Illinois Bankers Texas Meeting 


The first annual district meeting of 
the Illinois Bankers Life in Texas was 
held in Dallas last week with more than 





50 of the leading producers in the state 
attending. President W. H. Wood, 
Vice-President and Actuary H. C. Sell 
man, Superintendent of Agents A. R. 
Colbin and Advertising Manager A. W. 
Barnes were the home office men at 
tending the meeting. 

W. Hulsey and J. T. Burgher are 
state agents for the Illinois Bankers 
Life. They maintain headquarters in 
Dallas. 

Opinion on Texas Investments 
Bonds issued by federal farm loan 


banks and joint stock land banks situ 
admissible for 


ated in Texas are in 
vestment of Texas insurance reserves 
under the provisions of the Robertson 


compulsory investment insurance law, it 
was held last week by Assistant Attor 
ney General R. B. Cousins, Ir., in re 
plying to an inquiry propounded by 
Commissioner R, L. Daniel. 


Opens Life Department 


Harold Ricketts, a 
agent in Covington 


known local 
has opened a 


well 
Ky 
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life insurance department in charge of 
1. C. Foster. Mr. Ricketts is represent- 
ing the American National of St. Louis 


in northern Kentucky and southern 


Ohio. Mr. Foster is working largely in 

northern Kentucky Southern Ohio is 
being covered by S. E. Moore, an ex- 
|} perienced field man of the company 
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_ PACIF IC COAST AND MOUNTAIN F IELD 








JOINT AGENCY MEETINGS HELD | 


Offices of Three Companies Cooperating 
in Educational Work for Benefit 
of Their Agents 
SAN FRANCISCO, 
meetings of agencies are being tried out 
San Francisco with every indi 
ot success Clarence W 





ager of the Phoenix Mu chair 
man of the educational c f the 
Life Underwriters Ass origi 
nated the idea of joint m agen- 
cies for educational pur eving 
results of meetings would be proves 
At present the members of s agency 
are meeting jointly with those of the 
John Hancock Mutual and the Connec- 
ticut General i series 


week ior a 
ures by J rew, i vice- 
ican Trust Com- 


rrusts 


o! lect assista! t 
president of tl 
pany, on “ 

The m 


are already considering making the joint 














neetings pern nent as a result of the in- 
terest displaved by agents The plan 
was inaugurated following a discussion 
f the idea by Mr. Peterson, Jay Allen 
Fiske, general agent of the Connecticut 
General, a1 William O'c r of 
the John Hancock Mut Life. These 
hree companies are ill located in the 
same building, and $ ssible an 
surance club < mp« sed of the agencies 
will result. 
Insurance Women Are Speakers 
“Insur is " Professi lor 
Women s discusse it meet 
race under the auspices of th \ ~a- 
1 Bureau of the Women’s City Clul 
oO 5 te Fr necisc¢ ie « mect uy yas 
arranged by Miss I. L. Mac ‘ 
or ot « eau resi 1 ver V 
Miss C. I. 1 s rea c 
club \1 c stul 
engaged in e under W spoke 
ere M ss ! ence ( vood M: s 
sachusetts M i: MM G Leg 


gett, Travelers: Mrs. E. C. Votaw, su- 
cr itende < le yomen §s rt r 
Weste States Life M \ Alle 
Metr t Life 1 Miss \gnes 
Mac . Acts I 

More tha sO Ww u 
S ering sur ce s 


Assistant Superintendent of Agents T 
M. Simmons of the Pan-American Life 
have gone on a trip to the | ine s 
They will visit the gener gencies 
here and hold rallies Ss Fra 

and Los Angeles The P Ar 

Li has a ir Ss $s tl 


Unusual Suit in Utah 


Ed iI. M nag Og 
Utal t! I ¢ ] 
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ACCIDENT AND HEALTH 


FIELD 








BROWN TO SUCCEED CROWLEY 
Superintendent of Accident Department 
of Missouri State Life Pro- 
moted to Manager 


Read H. Brow supe tence 
the accident depart ent f the Miss 
State Life, has been promoted ) 
posit ion of manager of the departme 
made vacant bv the resignation of ] 
J. Crowley Che position of se 
vice-president of the company, held | 
Mr. Crowley, has not been filled 


Mr. Brown has been associated wit! 
the Missouri State ] 


1 ; +} solemn? ] rin ' 
dent of the cd ( ent 


May, 1021 He is 34 vear old nd a 
native of Binghamt N. ¥ He gradu 


ited from Weslevan University with a 
bachelor I science legrec 

For ve “ l 
} th underwt ! nN I velers < 
the Pacitic Coast » t that h 
} l tN ‘TT ! hye il 1, ‘ ces ' the 
lravelers (ima Neb | dl t 
t< ind Spru eld M 

Metropolitan Life's Action 

Che Metropolitan Lite announced last 
week that it would continue the » per 
cent dividend on accident pre $ 
the vear 1927 on policte n torce three 


years or tore 


NATIONAL LIFE STANDS FIRST 


Company Writes Total of Almost 
$9,000,000 of Health and Accident 
Business During Year 1926 


24. 580.080 \I 
| . ’ ‘ 
< 
t \\ 
* ) , 
N < 
' 

Abra? rn $ 4 ‘ x 8 
Alt , ky \ ~! ; s 
Amer. B . 6 ? 
Amer. Lif & A S04 s 
Amer. Nat x : S98 
Atlanta Lif i ‘ 
Rankers Hea il 
Rost Cas £1,388 t 
Brot hood A ‘79 t 
Business Met M its 9 
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$300,000 Life Insurance Traced 
to One Accident Policy 


A Connecticut General agent traces 


\ccident 


To another 


$300,000 Life business to one 


policy sold to a stranger 


-cident insurance he traces four 


licies for $50,000: 


sale of 
to a third, three 


policies 


Life “ 
\ccident policies and three |] 
for $40,000. 


\ccident insurance can often 
when Life cannot. It is profitable in 


itself and it establishes contacts that lead 
e sales later. Connecti 


to substantial Lif 


Insurance Compam 














2 Dae, D. C., Fla., Ge., Ill... Ie., Kans.. Md... Mich. 


We bave openings in Ale., Ark., 
C., Okia., S. D., W. Va. and Wyo 


Mins., N. M., 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 

Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 

lan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability 
and Females ahke. 
Standard and Substandard Risk Contracts, i. ¢. less work for nothing 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 








features for Males 
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You — Seek Opportunity 
Opportunity exists always for those who seek success and satisfaction @ 
life insurance held wor 

During ot years the first American legal reserve mutual life msurance 
| company has been served and built to greatmess by men who found both 


success and satisiaction in so doing 


: This company writes all standard forms of imsurance and annuities on 
both men and women Age limits 10 to 7® 

Those who contemplate hfe insur 

ence Reid wore are mnviled te appv fo 


The Mutual Life Insurance Co. 
of New York 


3M NASSAU STREET NEW YORK, N. Y. 


——— 
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Net Losses 
Premiums Paid 
Business Men's, N.C. 675,604 226,600 
Capital City ........ 111,47 48,326 
Carolina Life ...... 896,008 325,716 
Central Indust. .... 223,711 93,197 
Columbian Nat. 404,793 228,348 
Columbus Mut. ... 101,474 43,996 
Commonwealth :.:: 103/30 eae 
Conn. Gen’l ..... -++ 2,029,183 712,445 
Continental, Mo. ... 958,742 462,858 
Continental, Va. ..: 1,343,838 464.704 
Cosmopolitan ....... 80,319 77,819 
Domestic L. & A.... 251,643 86,696 
Durham Life ...... 1,259,543 456,096 
Eastern tt Kinases 307,268 132,717 
Empire ae “Pe eee 973,216 392,826 
WemerTel Cas. ..cccice 589,1 263,626 
Federal Life ...:.:: 2,774,150 1,660,133 
Gate City ......... 424,180 137,827 
Great Northern . 1,243,523 684,745 
Great Western .::.. '817'568 329,995 
Gane TA08 .nccsvcces. UEOE 327,100 
Home Ben. ........- 2,953,246  1,258'287 
Home Friendly |... :: 1,455,398 656,057 
OS ee Fears 710,397 195,668 
Income Guar. ...... 417,730 245.458 
Independent L. & A. 315/114 119,098 
Industrial H. & A... 680,215 Bee 
Industrial L. & H... 3,229,084 1.546.525 
Inter-Ocean Cas, ... 2,011,671 870/118 
Inter-State L. & A.. ‘877/971 417,235 
Kentucky Centr. 2,172,497 899'852 
Liberty, Kan. ...... 252'298 155.009 
Life & Casualty.... 2.409005  1.589'378 
Lincoln-Republic ... '277'346 "106.259 
Loyal Protective |... 1,116'268 591,791 
i CE, causes 907,634 402'60 
Mass. Prot. ........ 6,492,595  3,959'274 
Meridian Ins... "°° 319'440 "155,148 
Metrop. Life .....:. 6,601,128  3,708°299 
Midland 2 be teal 277,807 "126,895 
Missouri Ins. ..__. || 1,116,435 495,923 
Mo. State Life...._: 583:913 310,918 
Monarch Acci. .___ |: 1,428,457 730.564 
Mutual Ben. Soc..... °300'737 172,195 
Mutual Cas., Chi. 354.224 82'661 
Mutual Ins.. Va..__: 469,258 225/57! 
Nat. Acci., Neb...... 138,525 43.711 
Nat. A. & H.. Pa.... 534'748 188'936 
Nat. Cas., Mich..... 1,429°065 729,204 
Nat. Ins ap 225,096 88.481 
Nat. L. & A., Tenn.. 8,950,052  4.451'960 
No. Amer. Acci.... 1,948,243 
Northern Life v7 
Occidental ..... ‘95 092 
Old Line Life: 68.479 
Pacific Mut 2,407,904 
Peerless Cas... )°! 118/320 
Peoples Indus 130,455 
Peoples Life 956.229 
Pilot Life 102654 
Pioneer Ins 40,417 
Provident Indu 82°657 
Provident L. & A 1.562.595 
Reliable L. & A 379.410 
Reliance Life 355,903 
Richmond Benef 299 585 
Ridgely Prot 677.532 
Southern Aid, Va 379,755 
Southern Ins., Tenr 512.475 
Southern L. & H 541,675 
Star Lif 123'856 
Time ins 239'072 
Tr ve Equit 191,857 
Tr , Ate 77.15 
Tinited Cas ae'ane 
United Craftemar 45.547 
T"r ere 77.319 
Vv: Life & Cae 63,924 
Washington Fid 1,988,806 
Ww mein A. & H 47,874 
4 nein Nat 52 Rens 
w tern Cae 202. RER 





Will Consider Claim Ratio 


the meeting of the Industrial In 








ago. The company plans to increase its 
capital immediately to permit it to write 


life business. Charles E. Mooser is 
president, R. O. Longnecker, vice-presi- 
dent, and William A. Rafael, formerly 


an examiner for the California insurance 
department, is secretary-treasurer. 


Fort Wayne Deal Approved 


Insurance Commissioner Freedy of 
Wisconsin has approved the deal where- 
by the Great Northern Life takes over 
the Fort Wayne Mercantile Accident. 
Commissioner Wysong of Indiana has 
also set his approval on the deal. 

The hearing on reinsurance of the Na- 
tional Business Men's of Cleveland inthe 
Great Northern will take place April 30. 
Through these deals the Great Northern 
Life will extend its organization, A. R. 
Smith, secretary of the National Business 
Men's, taking charge in Ohio and C. B. 
Hirons, secretary and treasurer of the 
Fort Wayne Mercantile, becoming field 
supervisor for Indiana. 


Bars Cancellation After Disability 


A bill has been introduced in the 
Minnesota legislature providing that 
“No policy of health and/or accident in- 


| ensnnen shall be cancelled by the insurer 


‘tendency in July, 


for any cause within a period of six 
months after the occurrence of any dis- 
ability for which indemnity is payable 
thereunder, except for non-payment of 
premiums or assessments; but this act 
shall not apply to non-cancellable poli- 


Washington Fidelity Promotions 


B. W. Brown has been appointed man- 
ager of the monthly and commercial de- 
partment of the Washington Fidelity 
National of Chicago. He will also con- 
tinue to serve in his former capacity 
as head of the monthly and commercial 
claim department. 

The company also announces the pro- 
motion of F. L. O'Hara from field super- 
intendent in Louisville No. 1 to manager 


of Louisville No. 3 filling the vacancy 
caused by the promotion of the former 
manager, C. M. Kelley, to home office 


representative covering the eastern divi- 
sion. Mr. O'Hara entered the service of 
the Fidelity Life & Accident as anagent 
at New Albany, Ind., in August, 1923, 
when that company was first organized. 
He was promoted to a field superin- 
1924. 








NEWS OF LOCAL ASSOCIATIONS 








MORTON IS CHICAGO SPEAKER | 


Discusses Advantage of Income Insur- 
ance to Provide for Policyholder’s 
Family After His Death 


The speaker at the May meeting of 
the Chicago association last week was 
Stratford Lee Morton, general agent of 
the Connecticut Mutual Life in St. Louis. 
Mr. Morton discussed income insurance. 
He said that a man does not accomplish 
his purpose in providing for his wife and 





rer ( nierence exe committee 
f eld it ( ittanooga on 
Fr e question of claims will come 
re hat the loss ratio has 
ec tor number of 
nie a revic f the experi- 
e made 
Hold Convention at Atlanta 
ff of the National Life & Ac 
. 1 district r r STRATFORD LEE MORTON 
, t t . eh 4 discussed if ! merely by leaving them a sum 
a . ‘ f the insurance | of money, as the chances are that a large 
, i 1 , 
lpart or all of it will be lost sooner or 
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eo ‘ , . | ater through unwise investments or ex- 
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rather than of principal. In this re- 
spect the English are far more advanced 
than Americans. In this country we are 
accustomed to think of a man’s estate 
in terms of its principal. We say that 
a man has inherited a $1,000,000 for in- 
stance. In England, on the other hand, 
it is customary to think of estates in 
terms of income. There a man is said 
to have inherited an income of so much 
a year. This is‘a more logical attitude. 
Is Permanent Investment 


An income policy is a permanent in- 
vestment. Money invested in bonds or 


other securities is not permanent. Bonds 
mature and the money must be rein- 
vested; buildings deteriorate in value, 
and in other respects investments in 


j}anything but life insurance are more or 


less temporary. Even the best of cor- 
porations may default in dividends oc- 
casionally, leaving the family without 
an income. Income life insurance, on the 


| other hand, is a permanent and absolutely 


sate investment. It guarantees that 


| without fail the beneficiary will receive 


|her check 


regularly as long as she 
lives or as long as the policy provides. 


| Mr. Morton recommended the payment 
|} of income rather than cash value either 


through the income option of the policy 
or by means of a trust company. 


Fischer May Speaker 


It was announced at the mecting that 
Chester O. Fischer, general agent of the 
Massachusetts Mutual in St. Louis, will 
be the speaker at the May meeting, tak- 
ing as his subject, “Common Sense in 


Selling.” The personnel of the nomi- 
nating committee will be announced at 
the May meeting, and elections will be 


conducted by mail, the results being an- 
nounced at the June meeting. 

It was also announced that the Rock- 
well Schol of Life Insurance Salesman- 
ship will be held in Chicago June 13 to 
\ug. 13. For the first two weeks classes 

ill be held every forenoon for the last 
five days of the week and for the re 
mainder of the time on thé forenoons of 
Tuesday, Wednesday, Thursday and 
All afternoons will be left free 
for solicitation. The fee is $100 for the 


I riday 


coufse and book cost about $15 Ap 
lications have alread been received 
Irom man states a well a Irom some 
provinces in Canada 
D ' * 
Northern California Charles Anstett, 


superintendent of the 

ment of the York 
principal speaker at the 
vorthern California 
Two important 
titution and by voted on at 
this meeting, one changing the name to 
Franciseo Life Underwriters As 
eclation and the other reducing the dues 
of general agents and managers of com 
writing a gross business of 
than $2,000,000 per year from $25 to $15 
with a recent decision of 


Inspection depart 
Life, will be the 
meeting of the 
April 27 
amendments to the 
laws will be 


New 


association 


the Ban 


panies less 


In accordance 





the executive committee, hereafter only 
members in good standing, applicants for 
membership or beginners who have been 
in the business less than six months will 
be admitted to meetings or be permitted 
to participate in other activities of the 
association. 

A special meeting of the executive 
committee of the association was held 
April 20 in the home of Rolla B. Watt, 
treasurer of the association. 

2 

Oklahoma City—Dr. Lincoln McConnell, 
retiring pastor of the First Baptist 
church, was principal speaker at the 
monthly meeting of the Oklahoma asso- 
ciation at Oklahoma City, Saturday. 
George E. Lackey, general agent of the 
Massachusetts Mutual Life, reported on 
the recent mid-year meeting at Chicago 
of the executive committee of the Na- 
tional association, of which he is a 
member. 

x * * 

Boston.—The educational committee of 
the Boston association has signed a con- 
tract the past week for the New York 
University life insurance training course 
to be duplicated in Boston and to be 
known as the Boston Life Underwriters 
Insurance Training Course to begin June 
6 and run seven weeks. Vincent Coffin, 
who is now in charge of the course, with 
talph G. Englesman, Frank M. See and 
one other lecturer will make up the 
faculty. 

There are already 
the course and it is hoped the 
rollment will be at least 100. 

*x * 

Greensburg. Pa.—The regular monthly 
meeting of the Greensburg branch of 
the Pittsburgh association was held last 
week. The principal speaker was L. E. 
Wilt of the Fidelity Mutual in Pitts- 
burgh, chairman of the speakers’ bureau. 
He spoke on “Aids in Selling Life In- 
surance.” 

In accordance with the 
Greensburg branch to hold its meetings 
in the various towns from which the 
membership is drawn, the May meeting 
will be held in Jeannette May 2. 

L. H. Conn of the Equitable Life of 
Iowa Pittsburgh office, addressed the 
monthly meeting of the New Castle 
branch. 


70 applications for 
full en- 


plan of the 


* + 2 

Orange County, Cal.—-The Orange 
County association entertained the bank- 
ers of the county at a banquet last 
week. Charles V. Geren, president of 
the association presided and an interest- 
ing program was given. Former Senator 
Louis H. Roseberry, vice-president and 
trust officer of the Security Trust & Sav- 
ings Bank of Los Angeles, was the guest 
of honor and principal speaker, the sub- 
ject of his address being “Life Insurance 
Trusts.” Guy J. Gilbert, founder of the 
association and a past president of the 
organization, also spoke, giving a brief 
but interesting chart talk on various 
phases of life insurance salesmanship. 


* * Ba 

St. Louis.—Stratford Lee Morton, gen- 
eral agent for the Connecticut Mutual 
Life in St Louis, was the principal 
speaker before the St. Louis association 
April 19. His subject was “Program In- 
surance.” Mr. Morton is regarded as a 
national authority on program insurance, 
and he outlined to the underwriters pres- 
ent the necessity of taking into consid- 
eration a man's estate needs and the 
arranging of his insurance and other 
investments so that these needs will be 
satisfied and the full estate protected. 

* p 

Philadelphia.—J. W. Clegg, former 
president of the National Association of 
Life Underwriters, is chairman of the 
nominating committee of the Philadel- 
phia association A president, two vice- 
presidents, treasurer and five directors 
are to be elected before June 30. Com- 
mittee nominations will be made by May 


16, and independent proposals not later 
than May 25 
x * * 
Waukesha, Wis.-William FP. Van Al- 
tena, agent in Milwaukee for the Penn 


Mutual Life, in a talk before the Wauke- 
sha county association last week, told 
the life insurance men to consider the 
rights of others and not to presume on 
people just because the life agent has 


something to sell Modern methods of 


life underwriting have done much to 
dispel any unfavorable impression of 
other Altena pointed out. 


years, Mr. Van 
* + + 

Lincoln, Neb. At a special meeting of 
the Lincoln association Saturday special 
mude for a sales con 
June 4, at which Dr 
insurance at 
and 


arrangements were 
eress in Lincoln 
8. S. Huebner, professor of 
the Wharton School of Commerce 
Finance, University of Pennsylvania, 
will deliver three addresses One will 
be on “What Insurance Does for Those 
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Who Buy It,” especially arranged for 

laymen, who will be invited to hear it. 

Dr. Huebner is on his way to the orient. 
* * * 


Mason City, Ia.—Mrs. W. S. Pritchard, 
Garner, Ia., will speak at the next ses- 
sion of the Mason City District associa- 
tion April 30. Mrs. Pritchard is a mem- 
ber of the bureau of speakers for the 
Iowa Federation of Women's Clubs and 
has carried the message of insurance to 
thousands of lowa’'s club women. 

At last week's meeting Lee P. Loomis, 
business manager of the “Globe-Gazette,” 
talked on insurance from the viewpoint 
of the public. 
es @ 

Ia.—Hugh E 


Cedar Rapids, Van De 


Walker, former mayor of Ypsilanti, 
Mich., and now Michigan state manager 


for the Peoria Life, was the principal 
speaker at the April meeting of the 
Cedar Rapids association Fifty mem- 
bers were present. Mr. Van De Walker 
set a world’s record for monthly produc- 

717 


tion in October, 1925, when he wrote 7 
of $1,370,250 of 


applications for a total 
nsurance in single month 
es ¢ ¢ 
Davenport, Ia.—Members of the Daven- 
port association are planning a three- 
day sales congress, to be held there 


starting May 20. Prof. S. S. Huebner of 
Wharton School of Commerce and Fi- 
nance will be the principal speaker. 

SS eS 

Atilanta—Alexander C. Robinson, presi- 
dent of the Peoples Savings & Trust 
Company of Pittsburgh, addressed the 
Atlanta association Wednesday evening 
on conserving life insurance estates 
through trust agreements. Mr. Robinson 
has been a member of the executive 
committee of the American 
sociation and is still serving on a special 
committee of the association on life in- 
surance trusts. He is joint author with 
Edward A. Woods of the book “Creating 
and Conserving Estates.” . 

He pointed out what he considers the 
growing need for this method of con- 
serving many of the life insurance 
estates now being grossly dissipated and 
urged all life insurance people to make 
themselves thoroughly familiar with the 
plan, 


* * . 
Tennessee. The Tennessee association 
will meet in Knoxville May 20 for its 
state convention The several hundred 


delegates will make an inspection of the 
Great Smoky Mountains, where a na- 
tional park may soon be established. 





NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature. Rate 
Books, etc. Supplementing the “Unique } anual 
Digest.” published annually in May at $4.00 and the 
“Little Gem" published annua'ly in Apri! at $2 U 








Alamo Life 


A new coupon policy is being brought 
out by the Alamo Life under the name of 
guaranteed premium reduction 15 pay- 
ment option If coupons are used to re- 
duce premiums the policy is a regular 
20 payment life form If coupons are 
left to accumulate, the policy will be- 
paid-up for the face 
years or the insured may elect to con- 
tinue premium payments to increase the 
face amount or mature the policy as an 
endowment Following are the premium 
rates per $1,000, including disability 


come 





waiver of premiums and double in- 
demnity 

Are Prem Prem Age Prem 
16. 28.60 4.75 39 $44.50 
16. 29.00 35.45 40 45.55 
17. 29.45 36.10 41 16.70 
18 29.90 6.80 a2 47.90 
19 S035 7.50 43 $9.15 
20. O85 38.25 44 50.45 
1 35 39.05 45 »1.85 
22 90 9.85 46 53.30 
3 40 35 40.70 17 4.80 
4. 00 a6. 41.60 48 56.45 
°5 L655 7 42.50 49 58.15 
6 4.1 ss 43.50 TU 60.00 


Error on Columbian 


The larger part of the editions of the 


Little Gem Life Chart, showed the Colum 
bian Mutual Life of Tennesse: ssuing 
non-participating rates whereas the 
heading of this particular page should 
have read participating The mpany 
is absolutely mutual, having been reor 
ganized from a fraternal basis about a 


veut ake W hile 
orrected in the second run on the Little 
tiem Life Chart that the error 
may be noticed by who are 
the ineorrect book 


this error has been 


it may be 
those 


fankers As- | 











WITH INDUSTRIAL MEN 








ADVICE ON PROSPECTING 


John Hancock Mutual Life Tells How 
Industrial Men Can Service Poten- 
tial Policyholders 





Assistant Superintendent Edward B 
Feinberg of the John Hancock Mutual 
Life at Hoboken, N. J., gives some very 
good advice on “Prospecting.” With the 
exception of those who are eliminated 
by physical and mental and financial in- 
capacity, every man, woman and child 
in the world in which the individual 
agent moves is a prospect for life in- 
re way of se- 


surance. “There is one sure 

curing prospects,” said Mr. Feinberg, 
“and that is to practice your profession 
at every opportunity In other words 
talk insurance as often as possible and 
to as many as possible.” Numerous 
sources of prospects will supply an end- 
less stream. For example, many agents 
of old line companies utilize the tele 

phone directory and telephone success 

fully. Others follow up lists of riage 
licenses which appear in the daily news- 


paper Still other use the cold canvass 
method For the agent who is covering 
a debit it is not ne« l 
sources for obtaining prospects He 


} 


to follow the natural sources avail 





The heads of families in which he col- 
lects weekly payments, the adults wh 
are working are all prospects St 
keepers located wit 1 debit lines Per 
sons located elsewhere with wl r 
does business, his friends, his friends 
friends, fellow members f ibs ad 
other organizations, friends and rela 
tives of } has 


policyholders whon 
sured are all prospects 


Hard to See Industrial Workers 


The familv head is a man who needs 
life insurance protection in modes 
family life, is so great t t it is : 
tically the foundation around wt t} 
great insti ! s t n t He 
has need f the sé s ] i t) 
th igent can giv M Feinberg 
said because he is na essib!] t the 
daytime, the head vids f 
is underinsured, in a great 
stances he carries less insur 
his wife and very often the childrer rry 
more Mr. Feinberg ivises this is tr 
particularly of the er } - 
lustrial wage earners and wl i 
office workers wl be s n 
the evening for s s } r 

su - * s 4 ’) s 

ss atte? +? ge * 
wives and children wt t s i 
w th ? e< ? ’ T} g , ’ 
stablish a sys ’ t 2 S 
which she dé b! } YY > 
' sonal <« witl é i 
family and will y i big re 
rdinary i i W KiV iv ? < < 

Geod Advertisements 

Or s sfied y ler 
pening wedge f bus es 4 
satisfied vholder s w s 
surance needs have be 
hir : 1 filled < linely 
suran sales 1 his 
have bet ad sine 
Mr. F* t £ s fa t 
tion of this It was th ‘as f a 
facturer Ww > Was atl vy? r 
r five different mpanies . 

irried a sid bl 
< rar ‘ | ¢ r " ir Fr < 
He t ght ? hazard i? v-e 
lucky Way t gents 
pointed out t } a s at - 

nad the | bl s hat w i t 
him T? xe f 
insurat wl r i t hr 
times the ar t pros t 
rhe prog ha« } cart } , 
he m r ~ > , ry ‘ , 
is <« v | l his f < 1 
business a } " " < ) his x s 
t? ily bus ss W 


Yr? l ders t? ‘ f ? 

ry \ l ‘ fs > ie ; 

Joint Results Superint tient GW 
Rathwict Seuth 1 N \ 
Joseph Ma Ss Bend N 

N i! t Ord ary s ! 

( WW Rathwick, S h } aN | 
Agent Joseph Mat s ht 1 No 

Ordinary Increa s i t 
WwW Rathw ’ s t in 
Agent J ph Mar South 1} iN 

Monthly Inet : Ss ! t W 














Security~ — 


@ When the Mutual Benefit was 
1845 there were 
only a few Life Insurance Com- 
panies in the United States. 
Through the Wars, Panics and 
Epidemics of all these years, it 
has alwavs stood safe and secure 
as a foremost disciple of Pure 


organized in 


Life Insurance. 


Newark, N. J. 
Organized 1845 








The Mutual Benefit Life Insurance Co. 











In the Spring the Deskman’s Fancy— 


Spring, and the fragrant lure of the great outdoors! 
Year after year you, tied to your desk, chafe when the 
miraculous new life has come. Ours is outdoor work, and 
there is no finer, freer, more soul-satisfying, more profitable 
occupation for any man or woman. Why endure that desk 
any longer? Breathe the spirit of Spring, and step forth 
into a new and finer life. You canif you will! 


The PENN MUTUAL enjoys the highest prestige 
everywhere. Policy contracts are unexcelled, net cost is 
low, equipment of Agents is especially serviceable and com- 
plete, and the relationship between the Field and the Home 
Office is one of warm comradeship. Emancipate yourself, 
for once and all, and join our ranks! 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organterd 1447 














If if 

Territory does make a difference You are a producer 
If If 

Close co-operation is necessary You believe in yourself 
If If 

A friendly interest is needed You want a REAL job 


OLUMBIA LIFE 


INSURANCE COMPANY 
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The 


>. >. > _ 
Life Insurance Company of Virginia 
lacorporeted 1571 Richmond, Virguan 

Admitted Assets, Ower Fifty-Ome Million Dollars 

Insurance in Force, Ower Three Mundred Millicen Dollars 
Payments to Policyholders im 192, Ower Three and Oue-Malf Milliee Dollars 
Payments to Policyholders Slace Organizanon, Ower Forty-Three Millicen Dollars 

1OHN G. WALKER BRADFORD H. WALKER 


Chaorman of the Board PrenJient 


Total 
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TWENTY YEARS 


and the 


CONFIDENCE of 
POLICYHOLDERS 


OUR AGENTS | 
THEIR OWN FUTURE! 

isSECURE 
Write for 
“FOURTEEN POINTS” 


A. M. Hopkins, Mer. of Agencies 
PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 











YOUR OPPORTUNITY 


A rapidly growing company, on a 
rock bottom foundation, is offering 
for a short pomes. an unusual op- 
portunity to keen men of organizing 
and selling ability. Our State Agent 
contract and General Agency con- 
tracts give you the opportunity you 
have been looking for. This com- 
pany has openings in Missouri, 
Iowa, Illinois and Minnesota. As- 
surance of integrity and recommen- 
dations required. Give full history 
of past and present avocations in 
first letter. If possible, forward 
recent photograph. All correspond- 
ence will be held in strict confi- 
dence. All contracts will be person- 
ally supervised by President. Ad- 
dress Lock Box 320, Lincoln, 
Nebraska. 








ampie — surplus and highest standa 
is offe 





THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Arthur E. Childs, President 
Columbian National Agents can 
offer the best in 
LIFE, ACCIDENT, AND HEALTH INSURANCE 
Columbian National Policies 
make selling easier 


Policies backed by one of the very strongest companies in the country, having 
ity 


of reserves. Exceptional opportun’ 


to salesmen of character and ability. Communicate at once with 


AGENCY DEPARTMENT, 
77 Franklin Street, 








A A A A 


WHAT’S AHEAD? 


That question is in the mind of every am 
bitious man. It’s im your mind. 

If the answer does not satisfy, it will pey you 
to learn the advantages of a life unde: writing 
contract with Fidelity 

Fidelity originated the a provision, the 
double benefit feature, and the “Income for Life’ 
plan. It operates in forty cnsten on a -- ~ leve! 
net premium basis with more than $ JD in 
assets and over $543,00,000 imsurance in for © 

More than 2,000 dwect leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADFLPHIA 
Walter LeMar Talbot, President 


«éf°ARTOONS Without a Doubt are the 
Most Effective Weapons to Arouse 

Agents to a Sense of Their Own Defects 

Without Offending Them” 

Write today for proof sheets of cartoon cuts 


suitable for use in your company or agency 
publications. 


pg Ueco, 


710 Lumber Exchange 
4 MINNEAPOLIS 
MINNESOTA 











L. Bobrowski, Gary No. 2, and Agent 
Daniel Jadron, Gary No. 2. 

Collection Percent: Superintendent 
John Yuhasz, Gary No. 1, and Agents C. 
Szakatits, South Bend No. 1, and Leo 
Tomezak, Gary No. 1, tied. 

Arrears Percent: Superintendent Wm. 
L. Bobrowski, Gary No. 2, and Agents 
Louis Balogh, and C. Szakatits, South 
Bend No. 1, Joseph Martin, South Bend 
No. 2, and Daniel Jadron, Gary No. 2, 
tied. 

George W. Kilman, who, for a num- 
ber of years has been associated with an 
industrial life company, has affiliated 
himself with the Conservative Life, tak- 
ing charge of the Terre Haute No. 2 
district as superintendent. 

The Conservative Life report a fine in- 
crease in insurance in force in the 
monthly premium or industrial depart- 
ment for the first quarter of 1927 

President Joseph M. Stephenson, who 
has been spending the winter in Florida, 
returned to South Bend, but left imme- 
diately for a business trip in the east. 


Western & Southern Appointment 


The Western & Southern Life has pro- 
moted G. T. Brigham, formerly assistant 
superintendent at New Castle, Pa., to 
superintendent at Braddock, Pa. 


News of the Prudential 


William G. VanDeMark, who has been 
an agent in the Seneca Falls assistancy 
of the Auburn, N. Y., district of the Pru- 
dential since Feb. 13, 1922, has been pro- 
moted to assistant superintendent in the 
Seneca Falls office. 





NEWS OF FRATERNALS | 








Fraternal Bilis in Michigan 


A measure apparently designed to 
broaden the powers of fraternals so that 
they might extend coverage similar to 
endowment policies was introduced in 
the lower house of the Michigan legis- 
lature by Representative Haight The 
bill declares these societies “may issue 
benefit certificates as authorized by their 
laws, including certificates providing 
benefits contingent upon the duration of 
the life of the member.” 

Another bill pertaining to such socie- 


| ties, sponsored by Mr. Haight, was ad- 


vanced to third reading in the house 
during the week. This measure would 
allow insuring of children from the age 
of one year up with maximum amounts 
for each awe and tabulated reserves to 
be set forth in the bill 


WANT CERTIFICATES 


AWARDED ON MERIT 


(CONTINUED FROM PAGE 3) 
he American College of Life Insurance 
consists of Edward A. Woods of Pitts- 
burgh, Guy Mac Laughlin of Houston, 





Paid Policyholders since organization. . 
WANTS—General Agents ond Menagers i in 17 states 
Contract—Commissions or commissions and expense allowance 


Address 5S. W. GOSS, Vice-President, 134 N. La Salle St., Chicago, Ill. 


THE SECURITY LIFE INSURANCE 


O. W. JOHNSON, PRESIDENT 


fee ee 


~ AND THAT HAS 


CO. OF AMERICA 


..Over Fifty Million 
......Over Six Million 


ree .....+Five Million 











Address 


ERNEST C. MILAIR, Vice-President and Secretary 


George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 

HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 




















Tex.; Franklin W. Ganse, Boston; 
Frank L. Jones, Indianapolis, and Ernest 
J. Clark of Baltimore. Mr. Clark an- 
nounces that there will be no certificates 
awarded or degrees conferred at the 
forthcoming Washington meeting, but 
the plans for getting the work started 
will then be decided. Mr. Clark states 
that the college is not a side issue or 
adjunct of the National Association of 
Life Underwriters. He calls attention 
to the fact that its board of directors 
is a self perpetuating body, although at 
least three-fourths of the personnel shall 
be chosen from the members of the 
executive committee of the National 
association and former officers. 


POINTERS ON SELLING 
LIFE INSURANCE TRUST 


(CONTINUED FROM PAGE 12) 
is desirable for complete conservation. 
Then wait until the trust officer tells 
you that the time is ripe to go close that 
prospect for more insurance. He cannot 
sell the insurance, but he can indicate 
when it is best to bring up the point of 
additional insurance, with the proper ob- 
jective suggested and a complete analy- 
sis of the estate to back it up. 
Fuse Two Programs 

“The second plan is similar in prin- 
ciple only. At first instead of getting 
the trust official in at once, use the life 
program idea, putting toget her the en- 
tire insurance estate of your prospect, 
what he has and what he needs, and 
then lay it before a trust official for a 
balance. Then with the trust program 
and the life program in your hand, fuse 
the two together for a big reason why 
your prospect should buy more insur- 
ance.” 





Business Better This Year 


The Midland Mutual Life shows an 
increase of 39 percent in written busi 
ness for the first quarter over the same 
period of 1926. The company recently 
moved into larger quarters and now 
occupies the entire top floor of the new 
Huntington National Bank building. 


Lungren Ends Tour 


Agency Director Arthur F. Lungren 
of the American Central Life has re- 
turned to the home office in Indianapolis 
after touring the western states in 
which the company is active. His 
itinerary included Des Moines, Omaha, 
Denver, Portland, Seattle and Minne- 
apolis. Agency meetings were held in 
each of these cities. The gatherings 
were arranged principally to acquaint 
American Central field men with the 
company’s plans for the year, which in 
clude a vigorous conservation program 
coupled with a drive for quality produc 
tion in new business. 


Metropolitan Life Election 
NEW YORK, April 21.—The Metro 


politan Life held its regular biennial 
election of directors here this week, at 
which more than 500,000 votes were 
cast by policyholders Superintendent 
Beha, assisted by Jeremiah F. Connor, 
John H. Conroy and Raymond Harris, 
whom he appointed as inspectors of the 
election, was in charge of the tabulation 
of the votes, which required the services 
of 60 tellers. 


“Judge” Insures Its President 


Fred lL. Rogan, 
Judge Corporation, publishers of the 
humorous mayazine, “Judge,” has just 
been insured for $250,000 by Gerald D 
Rahill of the New York Life The im 
surance is made payable to “Judge,’ 
which has never missed an issue since 
its first publication in 1881 


president of the 


Life Notes 


The Security Mutual Ald of Oklahoma 
City has been licensed by the state tn 
surance board 

Josephine Lincoln of Oklahoma City 
secretary of the Oklahoma Assoctation 
of tdAfe Underwriters, was called tu 
Washington, Db. Cc by the death of het 
mother, Mrs. Henry Freeman Lincoln 
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Agent Needs Detailed Knowledge of the wife were living at the husband's S aaa O8 oF an, ek ie ee 
Life Insurance Coupled with Ability her and at her death would pass to her man will still be coming with the checi 
to Picture the Institution as a Whole (hates BS Pepsi! uni*ecn | Her husband. of coarse, paid s few en 
IFE insurance counseling and the | tutes adequate life insurance mnsel “~ a cen be ~tater Rong iB wile a sa | - F - tra i 
4s question of continge1 t beneficiaries I he ideal | te imsurance cour sellor 1 yt was living at her husband's deat : : nusua But 
were the two main subjects of the only knows his own business but all matter soon she died aft irds. ma ' r prospect think 
outstanding address ] | angles bus Ss g ] rtict Many companies ar ging ¢t ; “ 2 aed 
before an educati ¢ What s d know - 1uses 
John C. McNamara Organ n of the y about life insurance I am t are preparing spe assignment forms 
Guardian Life in New York City b; n to say, but you should be pre- to meet this situation. In g ral, su ’ : 7 
ee eee ee eter, | ie tee de ee ee Se | ee oes eee ee ee Historical Incident 
acsattertt ack, even those questions no prospect | the husband dies Gret so thet the ins Used in Sales Talk 
Agent’s Work Has ns os oye afc ingg lh ma eee Be ne aie. eens ipa : “THI s ssful life insurance sales 
Two Distinct Phases your doctor studies countless things 1 rights of t tingent t ar - : t - who 
“The agent’s work today, it seems t his held q at | ‘ may 1 e i all a vide ™ ‘ hoe e . ve k neg i a rer “~ ~% 


me, has two distinct phases 

















there is selling and, second, counseling ; — s sot i t, it goes t . 
This has coon Gren in the ttos me Contingent Beneficiaries Wond » ee ee eee —| 
cntuat. tut 1 Gilek Gowns tg oy ee Used as an Opening queen of Life 1 agent i on a " 
pretty much in the background. In other “An ideal life insurat nsellor ee nS wy ae : i. he - sages” 
words, many successiul life s will know the mswers t ll quest ns S Tar i ave LLAIN - ‘ oeee ‘ : 
men both in the past an esent ! I want s s g : ete 
sold great amounts of life insurance | ticular about the questior c gr \ rt g o- : 
largely on their personality, contacts or | beneficiaries for t reas $ : < . . ‘ 
previous connections, on all sorts of | of us use it as ; pproa to prospects i s : r , oe 
bases. If you have to choose between ‘Have you named ntingent beneficiar s e sutra tist ow ; Bigg ot, = 4 
being a salesman and a counsellor, you'd | ies in vour l ’ we sa nd says tl iS that terests ¢ r “* y 
better be a salesman. A counsellor who | he has not, then we are started and show ss trees $ t : - o 
cannot sell is not of the least good in | him he does not know as much about t sal As $ t peer Bape 1 r ode — 
the life insurance business, whereas a | s s he thinks he s. B good t to lose t ture t : po 4 an, ties 
salesman who cannot counsel can man manv of us do not know ourselves why jus re s se t t > $ ud > ; : “ , 
age to get along contingent | ficiaries should s re so far r t t that ; As and are 
- \ gs . S $ ms Ta y ” 
Look to Agents for named mar $ KINgS the great ins cma ie | ~— 
Honest Insurance Advice Device ke Weed fer . nyt ng acc . thea Oe es Rs a sae 
“It is perhaps somewhat difficult to Protection of Children an Chin ae ; ess 
trace the growth of the need of coun Continger beneficiar : ee ™ “ge : was e 
seling, but the life insurance business pyamed becaus Be anawerthia re } a 7 = ta ae Fore ked 
has become much more complex than it jessness of human beings. Manv met : ; 7 : ‘ ; 3 fa so t 
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dency to regard us as their professional f¢jaries fail on the deat f the latter t oot ie @ : r) ‘ it Sea : r the 
advisers. Now I ck not care a c name inothe < su! . - ; , , . ippene 
whether life insurance is called bust that the policv has to be tot 5 Q . . st . eon ‘ s lik . 
ness or a profession, but it 1s a tact that garg, lf there are ren. this is ye 5 ate 7 ~~ ea . 4 ag ag on eed 
as life insurance grows in size and cot . serious situation under t New York y $1.2 ; - oe : . atigane Net 
plexity and as the public interest in it) Jaw. for ¢ hildren will cet : , : talk ¢ ; . see ave Bet an tt 
increases, our chents are ming more anyy ut niv afte rta ts | 9 etfs ¢ 9 ‘ aura . - seine ton the buyer's mind 
and more to regard us as professional aoainst the estat ve 1 It a : cians " Sanaa seal aentenen to a 
counsellors. You must have noticed on would have been much better. therefor , ~een to fn : — - 
all sides that people are discussing life jf the childret +, nen . 210% Rate eteghneey . 
insurance and life insurance protection, | tiyoent benet ries from t start < “ , in os 


that business men are talking about in ‘ , } ; ames , he ¢ Uses Stam on Card 
surance to one another, which was not Payment Made Certain sagt vata , p 


in Case of Accident - oe ' oo ome, ny Ro To Get Appointments 
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question arises as to jst what const But it the ¢ t decided the husda t SS ? wit $100 i nt 








XUM 


THE NATIONAL UNDERWRITER 





April 22, 1927 

















|-ACTUARIES 








CALIFORNIA 





B ARRETT N. COATES 


CONSULTING 
ACTUARY 


364 Pine Street - - San Francisco 








ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone 7298 


CHICAGO, ILL. 














L A. GLOVER & CO. 
* Consulting Actuaries 
™% South La Salle Street, Chicago 
Life Insurance Accountants 
Statisticians 








H. NITCHIE 
e ACTUARY 
1523 Assn. Bidg. 19 S. La Salle St. 





NEW YORK 


Mi M. Dawson & Son 





CONSULTING 
ACTUARIES 


36 W. 44th St. New York City 








oodward, Fondiller and Ryan 
Consulting Actuaries 
Actuarial Service in all branches of In- 
surence and for Pension Funds — Examina- 
tions and Appraisals—Statistical Service and 
Installations — Companies and Associations 
managed under contract—Office Systems and 
Reorganizations — Insurance Accounting and 


Auditing 
75 Fulton Street New York 











OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 
_ CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
wes, etc. Cal Valuations 
Examinations Made. Policies 
and all Life Insurance Forms Pre- 
.. ce Law Insurance 8 
ialty. 


Idg. OKLAHOMA CITY 





























Telephone State 4992 CHICAGO 
INDIANA 
AIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
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PUBLIC SAVINGS LIFE 


BUSINESS REINSURED 


(CONTINUED FROM PAGE 3) 


as an industrial company and had an 
especially large business in its home 
state. Its statement as of Jan. 1 this 
year shows total premiums of $3,564,458, 
an increase over 1925 from $2,898,360. 
The total income in 1926 was $3,882,040; 
the death claims paid, $617,414; the total 
The ex- 
penses of management were $2,184,325 
as against $1,806,394 for the previous 
year, this heavy increase being due to 
the rapid expansion of the company. 
The admitted assets on the first of this 
year were $5,482,635, the capital stock, 
$200,000, and the surplus including capi- 
tal, $785,635, an increase from $656,153 
for the year before. The net reserves 
were $4,504,713, increased from $3,735,- 
272. The insurance issued in 1926 was 
$80,989,656, and for 1925, $66,587,248. 
The gain in insurance in 1926 was $19,- 
689,686 as compared with a gain of $23,- 
359,934 in 1925. The insurance in force 
has increased in five years from $54,- 
863,763 in 1922, to $132,426,689 in 1926 
May Consolidate Districts 


No doubt many consolidations of dis- 
tricts will take place, as the Western & 
Southern is already located in most of 
the cities in which the Public Savings 
has done business 

The Western & Southern, the fourth 
largest company in the United States 
writing industrial, and the largest stock 
company writing the class, reported on 
Jan. 1 premium income of $18,423,505 
for 1926, and total income of $21,809,899 


ts total payments to policyholders were 


$5,034,152, expenses of management $7, 
573,313, and total disbursements, $13 
200.404 Its assets are $65,007,479, its 
! ties, $56,165,250 and its surplus 
luding capital of $5,000,000, $8,832,229 
Its net reserves are $55,147,505. In 1926 
ts insurance issued was $189.828.691 and 
rrance gained, $66,705,498 with insur 
‘ ce Of $505,503.086 As the 
Public Savings issued $50,000,000 of new 
sine last year, the new organization 
will probably report something like 
$275.000,000 of new business for this 
tar 


biapension Too Hapid 
n Indiana the Public Savings in 1925 
collected $2,304,755 and had in force 
$23,657,685 ordinary and $62,90%,652 in 
dustrial At the end of the same year 





the Western & Southern had in Indiana 
$13,101,973 ordinary in force and $30,- 
376,591 industrial, with $348,969 ordi- 
nary and $1,255,543 industrial premium 
income. The reasons for the retirement 
for the Public Savings are said to be 
that the company has grown too rapidly 
the past two or three years and that no 
one could afford to pay as much for the 
stock as Mr. Sourbier and his associates 
could secure for it through reinsurance 
and liquidation. 


FIELD FORCE FOLLOWS DEMING 
INDIANAPOLIS, April 20.—The 


sale of the Public Savings stock control 
last week to Massey Wilson of St. 
Louis, formerly president of the Inter- 
national Life, followed by the announce- 
ment of the reinsurance of the outstand- 
ing business with the Western & South- 
ern Life of Cincinnati the following day 
did not come as a surprise to those in 
Indianapolis acquainted with the situa- 
tion. 
Deming Had Financial Interest 


W. Scott Deming, vice-president and 
manager of the Public Savings, who was 
associated with President Sourbier in 
the control of the company through the 
ownership of a large block of stock, was 
a former Prudential man and son of the 
late Theodore Deming, for many years 
a superintendent in Indianapolis for the 
Prudential. He had been connected with 
the Public Savings for 13% years, hav- 
ing been brought into the company to 
take charge of the agency management 
at the time of the retirement of H. 
Thomas Head, founder of the Public 
Savings. 

Haight Was Intermediary 


Mr. Deming had hoped for some time 
that an associate could be found to take 
an interest in the company and perpe- 
tuate it as an independent institution in 
Indianapolis but as it developed that 
this could not be done an outside pur- 
chaser was sought. As Frank J. Haight 
had served the company as actuary for 
many years and was close to the man- 
agement, they turned to him to seek a 
purchaser and Mr. Haight has accord- 
ingly acted as intermediary in bringing 
together the Public Savings manage- 
ment, Mr. Wilson and the Western & 
Southern management. 


Liquidate Remaining Assets 


It is stated that Mr. Wilson paid about 
$1,500,000 for the stock. In addition to 
the 44,000 shares with a par value of 
$2.50 a share which were held by those 
in control, Mr. Wilson also purchased 
additional shares making an aggregate 
stated to be some 66,000 of the 80,000 
shares outstanding. Mr. Wilson has sold 
the entire outstanding business to the 
Western & Southern and will liquidate 
the Public Savings. Such assets as are 
retained by the Public Savings after turn- 
ing over to the Western & Southern the 
securities representing the reserves will 
in due course be liquidated. The home 
office building, it is understood, will nec- 
essarily remain as a part of the retained 
assets of the Public Savings 


High Tribute to Deming 


Mr. Deming will become a vice-presi 
dent of the Western & Southern and 
will have entire charge of the Public 
Savings business for the Western & 
Southern until the transfer of the busi 
ness is completed which, it is estimated, 
will take some four or five months at least, 
retaining his residence in Indianapolis mean 
while He will then go with the West 
ern & Southern in a permanent connec 
tion as that company agreed to purchase 
the insurance in force if Mr 














Deming | 


would join the company. Just what this | 


transier 
ol the business was demonstrated last 
Friday when 80 managers of the Public 


personal factor means in the 


| 
Savings were called in to Indianapolis | 


by Mr Deming When he 


them what was 


outhned to | 
proposed and said he | 


would continue with them, they received | 


the proposal with prolonged = cheers 
[hese managers promised to return 


home and secure the approval of their 


men also. Mr. Deming has begun to re 


| 
| 
| 
| 


ceive letters from these managers who 
report they have held meetings of their 
staffs and that the men have enthusias- 
tically agreed to follow Mr. Deming to 
his new connection. 


Policyholders Must Ratify Deal 


The industrial business of the Public 
Savings was taken over by the Western 
& Southern on Monday of this week. 
The transfer of the ordinary business 
will have to wait pending ratification by 
the policyholders according to the In- 
diana statute under which the Public 
Savings operates, even though it is a 
non-participating stock company. Thirty 
days’ notice of such meeting has to be 
given policyholders and the notices have 
been sent out fixing the date of the 
meeting as May 18. A majority of those 
present in person or by proxy can ratify 
the transfer. 


Skilton Made Comptroller 


George W. Skilton, assistant secretary 
of the group department of the Connec- 
ticut Mutual Life, has been elected 
comptroller, a new office created by the 
board of directors. He has been identi- 
fied with the company since 1923. In 
April of that year he became superin- 
tendent of group insurance and last year 
was promoted to assistant secretary of 
the department. He is an associate 
member of the Actuarial Society of 
America. Mr. Skilton was graduated 
from Wesleyan university in 1917, where 
he was elected a member of Phi Beta 
Kappa. He served in the navy during 
the war and upon his return began his 
insurance career with the Travelers in 
its actuarial department. 





MR. AGENT 


Doyou care for QUALITY? 
Age, Sound Experience, Low 
Cost, a Splendid Record for 
over 67 years? 


Then why not take 
a General Agency for 


THE ST.LOUIS 
MUTUAL LIFE 


Our Agents and Policy Holders 
Stick! Write: 


D. E. MacMILLAN, 
Supervisor of Agents, 


3640 Washington Ave., 
St. Louis, Mo. 

















FLORIDA 


UNION NATIONAL 


INSURANCE CO. of FLORIDA 
ST. PETERSBURG 
MAX A.H. FITZ E. F H. ROBERTS 
President Secretary & Actwary 
DR. JOHN L. DAVIS 
Executive Vice President 
and Medical Director 


AGENTS WANTED for Florida. 
Issues every desirable form of 
policy. Automvatic reinsurance pro- 
vides for very large lines. Prompt 
efficient service 


Address: John C. Roberson, 
Vice-President and 
Agency Director, 
First National Bank Building, 
St. Petersburg, Florida. 














Consider this Contract 


You can read in it satisfaction for your 
policyholders, and for yourself the assur- 
ance of a contented clientele. Look over 
and compare these terms: 


Any natural death .............+- $ 5,000 
Any accidental death ............ 10,000 
Certain accidental deaths......... 1500 
Accident benefits ........ $50 per WEEK 


(Non-cancellable) 
Also Disability Income, Waiver 
of Premiums, etc. 





ALL IN ONE POLICY 





Because your prospect quickly sees its advan- 
tages, we have named this broad United Life con- 
tract “A Policy You Can Sell.” In assuring your 
clientele’s future, it also assures yours. 


There may be an opportunity in your community. 
If so, our Vice President, Eugene E. Reed, will 
tell you all about it. Write him direct—and directly. 


‘COMPANY 


i" 
~ \ >? 
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HARRY L. SEAY, President 


UNITED LIFE Over ee eee in Force 


Exceptional Opportunity for the right man in Tennessee. Minn 


AND ACCIDENT INSURANCE COMPANY Ths Seushdanl?s gutta cxstics Genie Mthenn Gffes eons 


For anne py wt 


Concord New Hampshire CLARENCE E. LINZ. Vice Pres. and Treas. 


_f Ing uire! ll DALLAS, TEXAS 

















GROWTH 


A matter of natural development. 
Our Growth has been persistent. 
Our root extends down--not out. 


Builders | 


Our principal strong point ss ]) 
the will to give a service which |) 
will be appreciated by our own [| 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 





—s 





We haven't spread much because we are 
rooted deep and lastingly in Illinois, In 
diana, Kentucky, Missouri and Iowa. 


Steady, persistent growth means permanent 





life. Our records show that policies 

, have been issued on 79% of 
Men who wish to make a comnection or the applications within three 
undertake to underwrite life insurance can days after reaching the home 
make an unusually good connection with us office. 
now. Write for information and territery 2 ou Ea ee | 
desired. 


CHICAGO NATIONAL | Southern Union Life 
OF 


LIFE INSURANCE CO. 
202 South State Street | FORT WORTH, TEXAS 

Chicago, Ill. J. L. Mistrot Tom Poynor 

A. B. JOHNSON, AGENCY MANAGER Soutien aint 
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Ready to 
| Serve 


6&OQ ERVICE to Agents” includes 

everything a company does to 
make the efforts of its agents more 
productive. Organized educational 
plans help the new man. Personal 
help by an experienced agency staff 
increases his efficiency. Letter cam- 
paigns and many other forms of ad 
vertising reduce resistance and 
arouse interest in the agent's mes- 
sage. A lively production program 
keeps him on the job with fresh 
enthusiasm. 


He profits also from the good will 
that follows his company’s service 
to policyholders; women's insur 
ance, special plans for children, 

















policies for substandard risks, dis 
ability benefits, and non-medical 


examinations. 


The Peoria Life provides all of 
these services and many more be 
sides. But it does not stop with the 
conventional types of service, useful 
though they are. There are the 
emergencies, the unexpected situa 
tions when an agent calls for out 
of-the ordinary cooperation. He 
wants a quotation of rates from the 
actuary, or an opinion from the 
medical department. He is in urgent 
need of certain supplies; he requires 
help in closing an: unusual case, or 
a policy issued or a claim approved 
with extra speed. Such occasions 
prove the readiness of the Peoria 
Life to serve its agents with all of 
its facilities and in every possible 
way that will favor their success, 


























Peoria Life Insurance Company 


PEORIA, ILLINOIS 








